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FOR THE MAN READY FOR 


General Agent Capacity 





In progressive and rapidly growing Salt Lake City there is an 
unbounded opportunity for a career man ready for General 


Agent Responsibility. 


National Reserve Life, now over the two hundred million 
dollar mark of Insurance In Force, is this year continuing 2 
vigorous expansion program throughout its operating territory 
from California to Florida. Complete home office cooperation 
and effective sales aids assured. Write for detailed information. 


Correspondence in strict confidence. 


H. O. CHAPMAN ... President 
S.H. WITMER ... Chm. of the Board 


NATIONAL RESERVE 
wa LIFE INSURANCE COMPANY 


TOPEKA SIOUX FALLS 
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t Gucranty Bank Bidg., Denver, Colo. 
| Gentlemen: Please send me complete, confidential | 
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this message can mean 
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X WRITING--- 


more ‘small business" 
pension contracts 
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y/ ARITHMETIC? --- 


it’s the key to the sales appeal 


of Manufacturers Life’s Group Pension. The plan starts at 
only two lives yet gives big group advantages to small 
businesses. The figures show high cash values but low 
premiums that are sure to make satisfied clients out of 
skeptical prospects. 


Call a Manufacturers Life office for more details on 
this big money-maker. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE ¢ BOISE * CHICAGO « CINCINNATI © CLEVELAND * COLUMBUS 
DETROIT ¢ HARTFORD * HONOLULU * LANSING ¢ LOS ANGELES ¢ MIAMI 
MINNEAPOLIS «© NEWARK e¢ PHILADELPHIA e PITTSBURGH ¢ PORTLAND 
SAGINAW ¢ SAN FRANCISCO ¢ SEATTLE © SPOKANE # WASHINGTON, D.C. 


Also licensed in Arizona, Delaware, Kentucky, Virginia and West Virginia 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 
43-57 





















FOUND YOUR RIGHT PLACE YET? 
-+. IF NOT, LOOK TO... 


the Company 
\ with the 


A gency Heart! 


UNPARALLELED AGENCY 


COMPLETE COVERAGE: FRANCHISES AVAILABLE: 
Life Specials, Par and Non Par Indiana, Illinois, Kentucky, Ohio, 
Commercial and Non-Can A&S and Pennsylvania, Michigan, Arizona, 
Hospitalization ... Group and Pensions Minnesota, Virginia and West Virginia 
One of the Nation's Fastest Growing Companies, 0 


with Competitive Rates, Top Commissions, and Prompt Underwriting 


E. KIRK McKINNEY, President Inquiries to: JOHN R. RAY, Agency Vice-President 


JEPPENSON NATIONAL & 
—“Yle Prdurance lompury- 


INDIANAPOLIS, INDIANA 
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Senate Labor-Abuse 
Probe No Threatto 
State Rule: Holz 


Sen. McClellan Confers with 
N. Y. Department; Will Shift 
Inquiry to New York City 


By ROBERT B. MITCHELL 


NEW YORK—tThe McClellan com- 
mittee of the Senate that is investigat- 
ing labor-management abuses is sched- 
uled to shift the scene of its activities 
to New York City next month and has 
been conferring with Superintendent 
Holz and members of the department 
staff. 

Much of the damaging testimony the 
committee has brought out has dealt 
with welfare fund activities. 

Asked by THE NATIONAL UNDER- 
WRITER if he feels the prospect of fed- 
eral legislation dealing with union- 
management welfare funds involves 
danger of federal control of insurance, 
Mr. Holz says he does not. He said he 
and other members of the department 
have been cooperating fully with the 
McClellan committee and he has seen 
no evidence of any desire to make in- 
surance supervision a federal function. 
Mr. Holz feels there is a good chance 
that a federal disclosure statute for 
these welfare funds will be enacted 
but that supervision will be left in the 
hands of the states. 

New York has a disclosure statute, 
the Mitchell act, passed by the 1956 
legislature. The first reports required 
under it were filed March 1, 1957, by 
some 700 jointly administered welfare 
funds. The law does not apply to funds 
administered solely by an employer or 
a union. At the 1957 session, a number 
of modifications were made in the 
light of experience with the 1956 act. 
For example, the insurance superin- 
tendent is given discretion to ease cer- 
tain technical requirements that work 
unintended hardship and there appears 
to be no reason against the public in- 
terest for granting the request. 

Another modification is in permit- 
ting the funds to file up to five months 
after the close of their fiscal years, 
rather than having to file by March 1, 
as required by the 1956 act. 

Answering a question from THE Na- 
TIONAL UNDERWRITER, Mr. Holz said he 
feels the present laws are adequate but 
as experience shows changes to be 
needed they will be sought. He pointed 
out that no matter how much advance 
thinking goes into a law, there are 
likely to be “bugs” in it that are not 
— until it is actually in opera- 

on. 

The unexpected guilty pleas Monday 
of two formerly prominent labor union 
figures, George Scalise and Sol Cilento, 
after long-drawn-out and at times 
seemingly futile efforts to prosecute 
them, served to point up the effective- 
ness with which state authorities are 
getting rid of racketeering in jointly 
administered employer-employe wel- 
fare funds. 

The charges against the two men 

(CONTINUED ON PAGE 28) 


LAA‘s First Seminar 
on Apr. 28-May I 


NEWARK—Holgar J. Johnson, pres- 
ident of Institute of Life Insurance, 
will deliver the opening talk at the 
public relations seminar to be held at 
the Princeton inn, Princeton, N. J., 
April 18-May 1 under the auspices of 
Life Insurance Advertisers Assn. Don- 
ald E. Lynch, public relations director 
of Mutual Benefit Life, is director of 
the seminar. 

Other outstanding speakers who 
will take part in the seminar are How- 
ard Stephenson, dean of the school of 
public relations and communications 
of Boston university and a nationally 
known figure in the public relations 
field, and William C. Worthington, 
president of Home Life of New York. 

Mr. Stephenson will address the 
closing luncheon on “Public Relations 
—A Way of Corporate Life.” Mr. 
Worthington will discuss “A Manage- 
ment Looks at Public Relations.” 

The program will include a discus- 
sion of opinion and attitude research 
conducted by Walter G. Barlow, vice- 
president Opinion Research Corp. of 
Princeton, N. J. Other speakers in- 
clude Donald F. Barnes, director of 
promotion and advertising of Institute 
of Life Insurance; John L. Lobingier, 
public relations director of LIAMA; 
Charles G. Heitzerberg, vice-president 
in charge of agencies of Mutual Bene- 
fit Life, and John F. Moynahan, head 
of the John F. Moynahan public rela- 
tions firm of New York City. 

The 3-day seminar is a project of 
the education committee of LAA and 
will be the first ever conducted by 
LAA in the public relations field. 


NW M utual Purchases 
Three Great Lakes Ships 


In one of the largest transactions in 
Great Lakes transportation history, 
Wilson Marine Transit Co. of Cleve- 
land and Northwestern Mutual Life 
this week acquired the entire bulk 
freighter fleet of 16 vessels of the 
Great Lakes Steamship Co., Inc., at a 
price in excess of $17 million. 

Wilson Marine Transit purchased 13 
and Northwestern Mutual 3 of the iron 
ore and coal carriers. By prior agree- 
ment, the vessels acquired by North- 
western Mutual will be operated under 
long-term charters by Wilson Marine 
Transit. 


Spell Out Allegations, 
Issue New Charges 
Against Texas Insurer 


AUSTIN—Texas board of insurance 
commissioners has spelled out its al- 
legations and issued new charges in its 
show cause action against Physicians 
L.&A. which must answer the board 
charges this week or face license re- 
vocation and receivership proceedings. 

General allegations were that. the 
Dallas company’s capital was impaired 
by more than 50%, making it insolvent; 
that it had made illegal investments of 
company funds and that certain direc- 
tors had profited to the extent of $251,- 
000 from sale of stock which should 
have accrued to company funds. 

In addition, the board’s new order 
charges that life policies amounting to 
$1,044,000 had been issued without 
premiums; that the public was misled 
by information advertising the sale of 
stock; that stock was issued free; that 
additional shares of stock were issued 
without notifying the Texas board and 
that the company had increased the 
value of its home office property with- 
out board approval. 

Prospectuses on the sale of stock, 
the order stated, represented to the 
investing public that there were no 
commitments for sale of stock in the 
company at less than the current price. 
“Such representation was false,” the 
order stated, “in that it was calculated 
to deceive such investors into believing 
that no sizable commitments existed 
which would dilute their stock interest. 
In truth and in fact, while such pros- 
pectus was offering a 25,000 share is- 
sue of common stock to the investing 
public at a price of $14.20 a share, 
there was then outstanding an option 
which entitled the officers and direc- 
tors of such company to purchase 77,- 
000 shares of such stock at a price of 
$1 per share. 

The order also charged that Physi- 
cians L.&A. failed to certify sale of 
stock and the amount received with 
the board in compliance with the law. 
This included 87,750 shares sold for 
$164,181 between the time the company 
was originated and Sept. 1, 1955, and 
another 4,400 shares after a two-for- 
one stock split sold up to last Dec. 31. 

Former Gov. Coke R. Stevenson, 
president of the company, issued a 
general denial of all original allega- 
tions at a preliminary hearing and said 
he was prepared to put into company 
funds the $251,000 allegedly profited 
by directors through the sale of stock. 





Late News 


Bulletins... 





Vote Tax Reduction on Conn. Insurers 

The Connecticut house has passed bills to reduce and eventually eliminate 
the tax on interest and dividends received by domestic life, fire and casualty in- 
surers from their investments and the tax on annuity considerations received 
by domestic life companies. The bills, passed by the Senate last week, now go to 
Gov. Ribicoff, a Democrat, who has vowed to veto them. He has called them the 
“rawest give-away program in the history of the state.” However, the Republi- 
can-controlled general assembly is expected to return after a recess and pass 
these bills and others over the governor’s veto. Connecticut insurers say 
the taxes are discriminatory and place them at a competitive disadvantage be- 
cause they are not levied against out-of-state companies. One bill would grad- 
ually decrease the tax on interest and dividends from 242% in 1956 and 1957 
to 1% in 1964 and nothing thereafter. The other would reduce the present 
1%% tax on annuity considerations to nothing after 1960. 


N. Y. Exempis Most 
Sick Pay from Tax 


on Personal Income 


Rule Covers Benefits Under 
Insured, Uninsured Sick Pay 
Plans Financed by Employers 


The New York state tax commission 
ruling that nearly all employer-fi- 
nanced sickness disability payments 
are exempt from the state personal 
income tax has aroused considerable 
interest among insurance people. 

Excluded from reportable gross in- 
come for tax purposes under the new 
ruling are disability benefits paid to 
employes while they are off the job 
because of injuries or sickness covered 
by either insured or uninsured A&S 
plans. This applies to sick pay received 
by employes under bona fide written 
plans of employers. 

The ruling affirmed two tentative 
rulings made last year by the tax com- 
mission, which held that sick pay was 
exempt from the state income tax if 
received under a plan approved by 
workmen’s compensation board. The 
1951 sickness disability law, which is 
part of the workmen’s compensation 
statute, was the basis for the ruling. 

Any other plan will qualify if it im- 
poses a legally enforceable obligation 
to pay employes while absent from 
work due to illness or injury, if it es- 
tablishes the amount, duration and 
conditions for payment to ill or in- 
jured employes, if it covers all or a 
specified class of employes, and if it 
is known to the employe when hired 
or before illness or injury occurs. The 
ruling also covers pay received by fed- 
eral and state employes while on leave 
for illness. 

However, disability payments will 
not be exempt if their size and dura- 
tion are discretionary with the employ- 
er or if they are made voluntarily 
without any obligation that could be 
enforced by the employe. Corporate 
wage continuation plans for executives 
were ruled out by the commission on 
grounds that they are discretionary 
and not definite enough to constitute 
a disability plan. 

The ruling affects tax returns cover- 
ing income received as far back as Jan. 
1, 1954. The commission has issued in- 
structions for deducting disability pay- 
ments on the 1956 returns, due April 
15, and for claiming refunds for over- 
payments for 1955 and 1954. 

The commission, in interpreting its 


: latest ruling, relied heavily on the de- 


cision rendered recently by U. S. Su- 
preme Court in the case of Gordon P. 
Haynes, an employe of Southern Bell 
Telephone & Telegraph Co. The court 
held that Southern Bell’s written plan 
for employes pension, disability ben- 
efits and death benefits should be re- 
garded as health insurance in its broad 
general meaning and not limited to the 
particular form of insurance conven- 
tionally made available by commercial 
insurers. 

Therefore, the court said, sickness. 

(CONTINUED ON PAGE 28) 
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U.S. Life Reaches Check-up on Organizing Name Five Speaker 


$1 Billion in Force; 
Holds Special Fetes 


United States Life has marked its 
achievement of $1 billion of life in- 
surance in force with celebrations at 
Honolulu, Los Angeles, Chicago and 
New York. 

The regional affairs were coordi- 
nated by President Raymond H. Belk- 
nap, who made an extended trip to 
Hawaii and across the U. S. The series 
was culminated in New York at a din- 
ner at Commodore hotel. 

Chairman Roy S. Tuchbreiter and 
Emanual Dash, New York, leading gen- 
-eral. agent, were featured speakers at 
the Commodore. Mr. Belknap was 
toastmaster. The affair was attended 
by 125. 

The midwestern celebration was 
held at the Drake hotel, Chicago. Mr. 
Belknap called attention to the com- 
‘pany’s rapid growth within the decade. 
More than 85% of the $1 billion total 
was produced since 1945. 

In Los Angeles, the $1 billion an- 
nouncement was made at the opening 
of a new building for the Kenneth T. 
Sata agency. Tribute was paid to the 
performance of new agencies on the 
west coast. Special praise went to the 
Charles C. Zahorik organization, leader 
in life sales in the area. 

The Hawaiian observance featured 
the Brainard & Black agency, one of 
the company’s older sales units, which 
has led in total sales on numerous oc- 
casions. 

Mr. Belknap expressed confidence 
that, with an enlarged sales and serv- 
ice staff offering a broad and market- 
able portfolio, United States Life, old- 
est legal reserve stock life company in 
the country, will continue to develop. 


Franklin Life is providing a series 
of three polio vaccine shots free to all 
home office employes. Everyone under 
41 is encouraged to have the vaccina- 
tion. 


of Insurers Advocated 


Appointment of a committee to 


scrutinize the fitness of officers of 


incipient insurance companies and to verify the truthfulness and ac- 
curacy of promotional advertising was suggested to the Shreveport 


Junior Chamber of Commerce by 


George H. Menefee, insurance con- 


sultant of Baton Rouge and former chairman of the casualty division 
of the Louisiana Rating Commission. The gist of the talk in which Mr. 
Menefee made his suggestion and gave his reasons for making it is given 


here. 
By GEORGE H. MENEFEE 


There is little question that some of 
the new companies are well organized 
and well managed and will be a credit 
to the insurance profession. There is 
also little question that some of the 
new companies are poorly organized, 
and have little hope of ever giving the 
stockholder a reasonable opportunity 
of getting his money back, much less 
the chance of. making the investment 
profitable. 


Possibly even worse is the fact that 
the promotors, in some instances, have 
been able to trade on the name and 
reputation of some of the state’s lead- 
ing business men. The discredit and 
blame that is likely to come to them in 
the long run will do nothing to en- 
hance the reputation of any of us. 

For example, let’s look at the opera- 
tions of one of the companies formed 
last year—I am going to quote from 
their prospectus and from their annual 
statement. My quotations will be en- 
tirely in context. 

In their latest prospectus they give 
a very brief statement of the business 
background of the directors and offi- 
cers. In every instance except one 
they state the name of the organiza- 
tion or firm with which the individual 
has been connected. In the case of that 
one individual, they say, and I quote, 
“actively engaged in the insurance 
business for many years.” The state- 
ment as far as it goes, is true enough. 


ALL AMERICAN 
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Matchless policies 





.. Symbol of 
‘STABILITY 
_ INTEGRITY 
LEADERSHIP 







EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


. . Matchless agency contracts 


and Aggressive Management have made it possible! 





OPPORTUNITIES for MANAGERS in 17 states 


Investigate Today! 


For Complete tnformation, Write: E. E. BALLARD, President 
General Offices: ALL AMERICAN BUILDING. __ 
PARK RIDGE. ILLINOIS 


In referring to Best’s Guide, we find 
that this gentleman has indeed been 
in the insurance business. As a matter 
of fact, he is listed in Best’s as having 
been president of no less than three 
insurance companies in the last few 
years. The fact that each of these in- 
surance companies was declared by 
the authorities to be insolvent at the 
time of his presidency or immediately 
thereafter, makes me wonder about 
his managerial ability. True or not, the 
company has left itself open to the 
charge that they are misleading the 
public by not being as factual about 
the background of this gentleman as 
they have been about the more suc- 
cessful of their officers and directors. 
One, and perhaps more, of his former 
associates have moved with him to his 
new company. 

Has his presence done anything to 
flavor the company since his arrival? 
Frankly, I don’t know. But let’s take a 
look at the annual statement and see 
what it says. In the above mentioned 
prospectus a statement is made by the 
president of the company as follows: 
“Since June of this year, life insurance 
in excess of $7 million has been writ- 
ten, with a steady rate of more than 
$1 million per week... . Our goal of 
$100 million written for the first 12 
months of selling is well within our 
reach.” 


The annual statement of this insur- 
ance company as filed with the insur- 
ance department only a few months 
later gives the careful reader an en- 
tirely different picture. At the time the 
prospectus was issued, the company 
reputedly had in force over $7 million 
of insurance. At the end of the year 
their statement showed a total of less 
than $14 million. Rather than the writ- 
ing of $1 million per week, the com- 
pany, in the 18 weeks between the 
issue of the prospectus and the issue 
of the annual statement wrote an av- 
erage of $380,000 per week. 


It happens that the president of this 
company is a highly respected and 
highly successful business man. There 
is nothing in his background to indi- 
cate that he has been trained as an in- 
surance man. It is doubtful therefore, 
that the prediction of $100 million of 
business in the first year is entirely 
his. Most insurance people believe this 
goal to be almost impossible of 
achievement. Certainly, I have never 
heard of any company even coming 
close to it. As a matter of fact, the 
normal goal of the insurance company 
is to reach a billion dollars in force of 
insurance. The average time to achieve 
this by the better managed companies 
is in the neighborhood of 40 to 50 
years. 

Another company of interest to us 
is a holding company chartered in the 
middle of 1956. This company has been 
organized for the purpose, among oth- 
er things, of starting a life insurance 
company. The charter shows that they 


(CONTINUED ON PAGE 31) 


for International 
Insurance Parley 


Five speakers for University g 
Pennsylvania’s International Insy. 
ance Conference May 20-22 have beg 
announced. 

Adolf A. Berle, former assistant se, 
retary of state and now professor 
corporation law at Columbia univer. 
sity, will discuss, “The Relationship ¢ 
Government to Private Enterprise”. 
Basil MacLean, president Blue Crog 
Assn., will talk on “The Community 
Association Approach to Health ]p. 
surance”; Donald M. Hobart, senig; 
vice-president and director of research 
of Curtis Publishing Co., will reviey 
public reactions to insurance; Walte 
Klem, senior vice-president of Equi- 
table Society, will discuss “Marketing 
Trends in Life Insurance,” and Erwin 
H. Luecke, vice-president of Americ: 
Fore group, will analyze “Marketing 
Trends in Property and Casualty 
Insurance.” 

Also scheduled for the conference js 
an international reception to welcome 
all conference registrants the evening 
of May 20. 

‘Davis W. Gregg, president of Amer- 
ican College of Life Underwriters, and 
Dan M. McGill of the university's 
school of finance and commerce, are 
co-directors of the conference. 





Pru Unveils Plans for 
$1 Million Regional 
Office in South Jersey 


Prudential has unveiled plans for 
construction of a $1 million regional 
office at Millville, N. J. 

Plans for the building were disclosed 
by President Carrol M. Shanks at a 
luncheon held by Mayor Benjamin H, 


Corson of Millville for Prudential of- / 


ficials, local government leaders and 
members of southern New Jersey de- 
velopment council. 

Mr. Shanks said Prudential has ex- 
ercised its option for the purchase 
from Millville Manufacturing Co. of a 
45-acre tract on the west side of route 
47. It is the largest site ever acquired 


for construction of a Prudential build- | 


ing 


and 2-story structure of modern func- 
tional design. It will contain 65,000 
square feet of usable space. Large 
areas of clear glass set off by porce- 
lain-enameled aluminum panels will 
be used for the exterior walls. A patio 
and reflecting pool off the main lobby 
will provide the principal interior focal 
point. It will have year-round air con- 
ditioning, fluorescent lighting and oth- 
er modern facilities. Construction will 
take about a year. 

The office will handle certain cleri- 
cal operations for. eastern seaboard 
states. To be known as the southern 
New Jersey regional office, initially it 
will be staffed by 200 south Jersey 
residents. Twenty area residents have 
already been hired and are in training 
at Newark headquarters. 

Prudential has leased space from 
Millville Hosiery Co. as a temporary 
office until the new building is com- 
pleted. It will employ 50 senior high 
school students on a part-time basis. 
They will become full-fledged employ- 
es following June graduation. Addi- 
tional groups will be employed later. 

Director of the southern New Jersey 
operation is George J. Geisinger, form- 
er district manager at Bridgeton. He 
is assisted by John B. Huetz, who was 
manager of the auditing division. 


The Millville office will be a one § 
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New York GAs Show 
Interest in Step- 
Licensing of Agents 


By JOHN B. LAWRENCE JR. 


NEW YORK—A proposal to substi- 
tute step-licensing for the present 
single examination system drew quite 
a bit of interest from 40 general agents 
and managers who attended a 2-hour 
panel sponsored by Greater New York 
Life Managers’ Assn. 

The organization 
stand, however. 

As Spencer L. McCarty, managing 
director of New York State Assn. of 
Life Underwriters, put it, the purpose 
of the session was to explore the sit- 
uation and see what is needed to solve 
the problem. He stressed that there 
would be no attempt to reach a con- 
clusion at the meeting. The speakers 
were on hand to give their own opin- 
ions and not the views of their compa- 
nies. Mr. McCarty served as modera- 
tor. 

Speakers were Frank H. Wenner, 
general agent of Connecticut Mutual 
at Utica; Edward L. Rosenbaum, gen- 
eral agent of Mutual Benefit Life at 
New York, and Donald W. Smith, man- 
ager of New York Life at New York. 

Superintendent Holz, Deputy Super- 
intendents Malang and Brooks and Ju- 
lius Sackman, chief of the life bureau, 
were in the audience. 

Mr. McCarty said the advisory board 
on life insurance examinations ap- 


took no official 


| pointed a subcommittee 18 months ago 


: ' to reevaluate the licensing procedures. 
1 regional © 


Superintendent Holz a few months ago 
asked the life board and the advisory 
board on A&S examinations to evalu- 
ate further the agents’ qualifications 
and licensing procedures. 

Mr. Wenner said the present system, 
in use since 1939, calls for an examina- 
tion of prospective agents but sets no 
educational requirements. The adviso- 
ry boards have made it possible for 
life insurance people to participate in 
the licensing procedure. The present 
system has had the good effect of set- 
ting minimum training requirements, 
building good relations with the de- 
partment and _ eliminating 1-case 
agents. It is well accepted by the field. 

But, among the number of unsolved 

problems, are those involving the part- 
time agents, the increase in total and 
inactive licensees, the small effect of 
the present system on agent selection 
and quality recruits. Life is the only 
insurance line with no educational re- 
quirement. 
A Although 90 hours of classroom work 
Is not much of a problem in the cities, 
Mr. Wenner said, it would call for 
considerable travel by agents in some 
rural areas. He wondered whether the 
life field needs 90 hours just because 
it Is a requirement in the property 
field. Acquisition of qualified instruc- 
tors will be a problem, too. 

Agents not only need knowledge but 
also practical experience. General 
agents give early training to new men, 
who then apply their knowledge in 
actual Selling. This enables agents to 
move into advanced work. It is im- 
portant to note that both knowledge 
and experience are needed in most 
professions, But life agents cannot 
Practice until they obtain a license. 

The subcommittee feels that the 
amount of knowledge needed for an 
agent’s license is sufficient for the new 
man at the outset, said Mr. Wenner, 
who is a member. 

The agent could obtain a term per- 
mit, allowing him to practice. In 18 


or 24 months, he could be required to 
meet other requirements for a perma- 
nent license. The second exams prob- 
ably could be given quarterly. Only 
those who continue could qualify to 
take the test four or six times. 

This proposed system would force 
better supervision of new agents, re- 
duce the number of inactives, encour- 
age study and self-improvement, tie in 
with the companies’ salary plans, help 
in agent selection, probaoly.set a na- 


tionwide pattern in the business and 
help preserve the agency system, Mr. 
Wenner said. 

Mr. Rosenbaum, discussing how step 
licensing might affect brokers, said 
that, assuming the change is needed 
and is properly administered if adopt- 
ed, it could be ‘responsible for more 
business per broker. Brokers often for- 
get their early knowledge of life insur- 
ance. If they are to sell life, they 
should be equipped. 


Step licensing would keep brokers 
interested in life insurance and its 
production until they obtain their per- 
maneni licenses. This might create a 
lasting interest in the field. The sys- 
tem would require supervisors to do 
more educational work. Brokers might 
produce more under this system. 

The final exam should be no less 
than 12 months after the first test be- 
cuuse life insurance experience is 

(CONTINUED ON PAGE 30) 
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A NORTHWESTERN MUTUAL POLICYHOLDER since 1924. Today Dr. Tainter owns five policies with this company. 





KARSH, OTTAWA 


“No man plans to he poor at 65 
—but too few make plans not to be ie 


Helpful counsel about your future 
by MAURICE L. TAINTER, M.D., Vice President, Sterling Drug Inc., 
and Director, Sterling-Winthrop Research Institute 


s F GROWING importance is the part 

O that life insurance can play in pro- 
viding for our own later years. For we 
are living in a time of phenomenal 
medical progress that is increasing our 
life expectancy every day. It is amazing 
to note that since 1900 man’s life span 
has grown from 49.7 years to over 70 
years. During the last half century each 
passing decade has brought us an increase 
of about five years of life. 


“Usually we think of life insurance as 
protection for the family, should it lose 
its breadwinner. Certainly this will 
always be important to any man who has 
others depending on him. But, obvi- 
ously, more and more of us should be 
including life insurance in our plans for 
our income at retirement. The policy a 
man buys to protect his family can be- 
come the basis of a program that will 


assure his own security later on.” 





A CENTURY 
OF SAFEGUARDING TOMORROW 


Y CHARACTER, ability and training, 

your Northwestern Mutual agent is well 
qualified to help solve your protection prob- 
lems. He represents one of the world’s largest 
life insurance companies, this year celebrat- 
ing its 100th anniversary. Ask him about 
Northwestern Mutual’s new Quantity- 
Earned Savings (QES)...lower-than-ever net 
cost on all types of policies, $5,000 and up. 





Zhe NORTHWESTERN MUTUAL 2/6 Aesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN TIME, MARCH 4 AND APRIL 1; IN NEWSWEEK, MARCH 18 AND APRIL 15; SUCCESSFUL FARMING, MAY 
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N.Y. Estate Planner’s 
Day Set for April 24 


New York City CLU chapter will 
hold its annual estate planner’s day 
on April 24 from 10 a.m. to 4 p.m. at 
Hotel New Yorker. 

Solomon S. Huebner, president 
emeritus of American college, will be 
the luncheon speaker. 

Court decisions and treasury de- 
partment regulations will be discussed 
by Paul Brower, director of advanced 
underwriting of Mutual of New York; 
Warren H. Eierman, assistant vice- 
president of Hanover bank in New 
York; Joel I. Friedman and Albert 
Mannheimer, partners in the New 
York law firm of Nathan, Mannheimer, 
Asche & Winer. Harry K. Gutmann, 
Mutual of New York, New York, will 
be moderator. 





Pacific Mutual Sales Contest 

The agents of Pacific Mutual Life 
are participating in a three-month “It’s 
a Ford Derby” contest. Qualifiers will 
attend an Aug. 28-Sept. 1 conference 
at Glenwood Springs, Colo. A new 
Ford will be awarded to one of the 
qualifiers at the Colorado meeting. 


Pre-authorized Check 
Plans Draw More Fire 
from Bankers’ Group 


The bank management commission 
of American Bankers Assn. has re- 
peated its opposition to the use of 
drafts and pre-authorized check plans 
for the payment of insurance premi- 
ums and installment premiums. 

In a statement sent to all ABA 
members, the commission says it is 
continuing its opposition because the 
majority of banks still oppose these 
plans. The plans are likely to increase 
overdrafts and returns, are susceptible 
to forgery and are expensive and cum- 
bersome to handle, it contends. The 
commission in 1954 and 1956 advised 
member banks against accepting these 
plans. 

“Since April, 1956, there has been 
a continuing effort on the part of 
many insurance companies to promote 
the pre-authorized check plan,” the 
commission wrote. “During the past 
year, several extremely large and in- 
fluential insurance companies with of- 
fices throughout the nation have an- 
nounced their intention to promote 


Oi SO Mnnivesary Year 





Err 18G7 when the horse and buggy was a 
common sight, Equitable Life Insurance Company of 
Iowa opened its first Home Office. At that time, sales 
aids for its agents were also im the “horse-and-buggy” 
stage, and usually consisted merely of a rate book. 


TODAY Equitable Life of Iowa provides a 
wealth of streamlined sales helps, including a kit 
on retirement income. This kit, complete with a 


fi, 









phonograph training record, contains all the 
materials needed to make a convincing 
retirement income presentation. 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN DES MOINES 


this method of collecting premiums. 
These companies, because of their size 
and importance—and in many. in- 
stances because of balance considera- 
tions—have been successful in gaining 
acceptance of their plans by most of 
the banks in which they maintain 
good accounts and, to some extent, by 
other banks. Because of the acceptance 
of these plans by a number of large 
banks, it has been represented that the 
majority of the banks now generally 
approve these plans. The fact of the 
matter is, however, that while many 
banks have felt it advisable to accede 
to insurance company requests, the 
vast majority of such banks still 
strongly oppose these plans in prin- 
ciple and will accept them only on a 
very selective basis.” 


Life Counsel Sets Card 
For Spring Meeting at 
White Sulphur May 6-7 


Association of Life Insurance Coun- 
sel has completed the program for its 
spring meeting May 6-7 at the Green- 
brier at White Sulphur Springs, W. Va. 

The May 6 program will be ad- 
dressed by David J. Bannon Jr., assist- 
ant counsel of Mutual of New York, on 
company ownership of real property 
under existing investment laws; Allen 
A. Davis Jr., vice-president and coun- 
sel of Monumental Life, on the life 
insurance law of Maryland, and E. 
Hugh McVitty, attorney of Manufac- 
turers Life, on some problems of do- 
ing business abroad. 

Irving T. F. Ring, senior vice-pres- 
ident and general counsel of State 
Mutual, will be moderator of a panel 
discussion of current interpretations of 
the life company federal income tax 
law. Panelists will be Daniel P. Cava- 
naugh, assistant general counsel of 
Aetna Life, and Hugh M. MacKay, as- 
sociate counsel of State Mutual. A re- 
ception, cocktail party and dinner will 
be held in the evening. 

W. Lee Shield, associate general 
counsel of American Life Convention, 
will report on the Washington scene 
at a breakfast meeting on May 7. 

Speakers at the second business ses- 
sion will include Wellington S. Crouse, 
counsel of Prudential at the Houston 
home office, on recent developments 
in double indemnity; John M. Hill II, 
associate counsel of John Hancock, the 
regulation of group creditor insurance, 
and Richard F. Mooney, assistant 
counsel of Northwestern Mutual, tax 
supported revenue bonds. 

B. M. Anderson, vice-president 
and counsel of Connecticut General, 
will conduct a panel of deficiency re- 
serves. Participants will be Henry B. 
Armstrong, attorney of Travelers, and 
Oliver M. Townsend, assistant gen- 
eral counsel of Continental Assurance. 








Ask $130 Million Appropriation 
to Operate OASI Bureau in 1958 


The annual appropriations bill for 
Department of Health, Education & 
Welfare and related agencies calls for 
$130 million for the social security ad- 
ministration’s OASI bureau, up $33 
million. The money will be taken from 
the OASI trust fund. 

The appropriations committee said 
the 1956 amendments to the social se- 
curity act added greatly to the bu- 
reau’s workload. An average of 60 days 
is required for processing OASI claims. 
The committee wants to reduce the 
time to a 30-day maximum. 

The committee’s report also referred 
to a request for $24.5 million additional 
for the OASI bureau in fiscal 1957. 
This is to be considered in a supple- 
mentary appropriations bill. 


Citizens Life of 
N.Y. Now Operating 


Citizens Life of New York, which 
was licensed last Feb. 27, now is ip 
full operation. The company writes al] 
forms of life including annuities anq 
A&S, on both a participating and non. 
participating basis. The ccmpany js 
now considering applications for gen. 
eral agencies. 

Citizens Life was chartered upop 
the conversion of Arex Indemnity, 
which was organized in 1935, and jg 
98% owned by Citizens Casualty of 
New York, whose officials, according 
to Jack Hyman, president, will als 
serve in the life company’s manage 
ment. 

Home offices of Citizens Life are a 
33 Maiden Lane, New York, the five. 
story building remodeled and redec. 
orated for sole occupancy by Citizeng 
interests last year. The company’s 
move to the new building not only 
brought its severally located offices 
under one roof, but additionally pro. 
vides generous modernized space for 
expansion. 


Chances for Monetary 
Commission Bettered 
by House Action 


WASHINGTON—Rejection by the 
House of Representatives of Rep. Pat- 
man’s proposal that a study of the 
nature and adequacy of existing mon- 
etary systems and credit policies be 
conducted solely by the House bank- 
ing and currency committee leaves be- 
fore the House and Senate the ques- 
tion of whether the House or Senate 
committee on banking and currency 
will undertake to act on legislation to 
set up a joint congressional study or, 
alternatively, to establish a commis- 
sion along the lines recommended by 
the joint committee on economic policy 
of American Life Convention and Life 
Insurance Assn. of America. 

This was reported in a bulletin to 
members sent out by ALC and LIA to 
their member companies. 

The Patman measure reached the 
House floor under a resolution which 
prohibited any amendment to substi- 
tute the original administration pro- 
posal that the study be conducted by 
a commission of nine citizens or by a 
compromise plan such as provided by 
H. R. 6332, which would authorize 
appointment of a 16-man_ bipartisan 
commission with four members each 
from the House and Senate, and eight 
members appointed from private life. 
The compromise is reported to have 
White House approval, according to 
the joint report. 





Great-West Life Breaks 


Ground for New Home 


Great-West Life held ground-break- 
ing ceremonies recently for its new 
multi-million dollar head office in 
Winnipeg. The ceremony was per- 
formed by H. W. Manning, former 
managing director of the company. Jo0- 
seph Harris, president, addressed the 
gathering, pointing out that the com- 
pany’s business has grown so vastly 
in the past 48 years that the three 
present buildings on Lombard avenue 
in downtown Winnipeg must now be 
replaced by the new building under 
construction on Osborne street, oppo- 
site the Manitoba legislative building. 
D. E. Kilgour, general manager of the 
company, introduced Mr. Manning. 

The excavation project for the new 
building is expected to take about two 
months. The _ five-story structure, 
which will provide 219,000 square feet 
of space, is scheduled for completion 
in the spring of 1959. 
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Split Dollar, Middle Incomes, Expanding 
Markets Explored at Chicago Sales Rally 


Split dollar plans, the middle income 
pracket and opportunities in expand- 
ing markets were explored by four 
top-notch speakers featured at the 
Chicago Sales Congress sponsored by 
Chicago Life Underwriters Assn. at the 
LaSalle hotel. The all-day session 
drew an attendance of 400. 

A. Jack Nussbaum, president of Na- 
tional Assn. of Life Underwriters and 





A. Jack Nussbaum 


Paul C. Green 


Massachusetts Mutual agent at Mil- 
waukee, and Paul C. Green, executive 
assistant of Continental Assurance, 
were the morning speakers who were 
introduced by Bert C. Quinly, Con- 
necticut General Life, co-chairman. 
Co-chairman Ralph L. Welch, Bankers 
Life of Nebraska introduced speakers 
at the afternoon session. They were 
Stuart A. Monroe, Mutual Benefit Life 
general agent at Chicago, and William 
H. Gove, vice-president and director of 
sales, EC Recordings Corp. of St. 
Paul. 
e e e 

“If we continue at the rate we are 
going, I believe that in the next five 
or six years we will be the first tril- 
lion dollar industry in the world,” Mr. 
Nussbaum predicted. He said the Na- 
tional association was interested in 
helping local association members get 
a bigger slice of that market. 

Mr. Nussbaum said the rewards of 
selling are great, but most people will 
not pay the price of success. The trou- 
ble with most salesmen, he said, is that 
they “do a good enough job of telling 
but not a good enough job of selling.” 

He discussed buying habits of con- 
sumers, explaining that people did not 
buy what they needed but what they 
wanted. “The reason we need a sales- 
man to sell life insurance is because 
people do not like to make decisions,” 
he declared. 

One reason he attributed to why 
people wanted to buy life insurance 
was ego recognition. Mr. Nussbaum 
explained that a man wants to do 
something that puts him out in front, 
enabling him to boast to a neighbor 
that he is seeing that his family is 
adequately taken care of. 

Mr. Nussbaum advised agents not 
to be afraid to emphasize the conse- 
quences to the prospect who is reluc- 
tant to buy. “You don’t have to back 
up the hearse, you don’t have to put 
him in his grave, but it won’t hurt him 
a damn bit to smell the flowers,” he 
declared. 

s e a 

Urging his listeners to take advan- 
tage of present prosperity, he said: “I 
don’t know what ‘normal’ means, but 
I do know that we will have no better 
times than we are having right now.” 
_The appeal of the split dollar, espe- 
cially among employers, was described 
by Mr. Green. He said this plan will 
enable employers to buy insurance on 
their key men at virtually no cost to 
themselves. In a split dollar arrange- 
ment, he said, the premium cost is 
shared by both the employer and the 
employe, with the employer’s outlay 





always equal to the increase in cash 
value of the contract in any given year, 
and that portion is payable to him at 
his key man’s death. The employe pays 
the difference between the cash value 
and the premium, and his beneficiary 
receives the difference between the 
face amount of the policy and its cash 
value. 

Mr. Green said employers find the 
split dollar especially attractive be- 
cause it enables them to induce de- 
sired employes “to stay with the firm 
during these times of stiff competi- 
tion.” He said it also gives the employe 
benefits that will not be tapped by the 
bureau of internal revenue. 

He noted two problems sometimes 
encountered in implementing a split 
dollar plan. Although the employer 
may agree to the plan, the employe 
may have trouble paying his share of 
the premium during the early years. 
This problem can be solved through 
employe loans. The employer may be 

(CONTINUED ON PAGE 28) 


Illinois, Missouri Life 


Insurers 


Report Business Successes of 1956 


ALL AMERICAN L.&C. 


All American Life & Casualty had 
its best year in 1956, with net premi- 
ums showing an increase of 47.8% 
over 1955. At a recent stockholder’s 
meeting in the new All American 
building at Park Ridge, IIl., President 
E. E. Ballard reported that the com- 
pany started writing life business in 
July, 1956, and by March of this year 
had $14 million of life business in 
force, in addition to $3 million in A&S 
premiums. Paid A&S premiums for the 
first quarter of this year were 23% 
greater than the same period in 1956. 
The company currently is writing life 
business at the rate of $3 million a 
month. 


GENERAL AMERICAN LIFE 


General American Life had a total 
income of $66,767,726 in 1956 and paid 


out or set aside a total of $58,712,982,, 
leaving a net gain for the-year of $8,- 
054,744. Of the gain, $7,207,383 has 
been allocated for dividends and re- 
funds to policyholders and the re- 
maining $847,361 has been added to 
surplus, bringing the year-end-total 
surplus to $10,550,191. 

General American’s income from 
premiums in 1956 was $54,684,257, up 
10.7%, and from investments $9,060,- 
530. The company paid $44,283,671 to 
policyholders and beneficiaries, an in- 
crease of 9.2%. 

Ordinary life sales during 1956 to- 
taled $112,794,500, an increase of 
30.5%. Group sales were $201,082,097, 
an increase of 115.5%. Life insurance 
in force increased during the year to: 
$2,276,943,147, and assets increased to 
a new high of $233,869,706. The num- 
ber of policies and certificates out- 

(CONTINUED ON PAGE 29) 
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WHEW... 


Sure keeps a fellow on his toes nowadays, 


doesn’t it? 


Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 


small group, jumbo group. 


And also just plain old-fashioned Life 


Insurance, of which we sell some. 


THE 


NATIONAL LiF 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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Actuaries Siudy Long-Term Disability 
at Eastern Spring Meeting in New York 


Long-term disability, medical care, 
operations research and the demand 
for more actuaries and more actuary 
education were discussed by the 640 
actuaries who attended Society of Ac- 
tuaries eastern spring meeting at New 
York City. The first part of the meet- 
ing was reported in a recent issue 
of THE NATIONAL UNDERWRITER. 

H. C. Unruh, Provident Life & Ac- 
eident, reported that his company has 


been satisfied with experiments in un- 
derwriting long-term disability income 
benefits for employer-employe group. 
Underwriting controls which have 
been found desirable include high par- 
ticipation, substantial employer contri- 
butions, limitations of benefits to 50% 
of salary or less, and termination of 
benefits at age 65 or earlier. Both the 
maximum amount of benefit and max- 
imum benefit period allowed should 


depend on the size of the groups. 
J. K. Dyer Jr. of Towers, Perrin, 


Forster & Crosby reviewed the type 


of provision made by employers for 
long-term disability income benefits 
for their employes. He pointed out that 
the introduction of disability benefits 
to the old age survivor insurance pro- 
gram has led to increased awareness, 
particularly among key employes, who 
would like to have more definite guar- 
antees of protection than usual em- 
ployer practices afford. 

A. M. Thaler reported that Pruden- 
tial has been studying the long-term 








Los Angeles’ Melzar C. Jones has 
been in the insurance business for the 
past 29 years. He joined the Connec- 
ticut Mutual as brokerage supervisor 
in Los Angeles in 1942, becoming 
assistant general agent in 1945 and a 
general agent in 1946. 





New York’s Halsey D. Josephson has 
been in the life insurance field since 
1930. He has been an agent, supervisor 
and general agent. He came to the 
Connecticut Mutual as general agent 
at New York in 1949. 
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Los Angeles’ Edward B. Bates had 
been in the insurance business for six 
years when he came with the Com- 
pany in 1946. Three years later he 
was appointed general agent at Kansas 
City, Mo., and in 1953 was transferred 
to head one of Connecticut Mutual’s 
two Los Angeles agencies. 


we salute... 


ABLE 
WINNERS! 


The President’s Organization Tro- 
phy is awarded each year to our 
five general agencies that have 
done the finest jobs of sound 
agency building and development. 


President Charles J. Zimmerman 
and the entire Connecticut Mutual 
agency and home office organiza- 
tion take pride this year in con- 
gratulating the 1956 winners: the 
Bates Agency, Los Angeles; the 
Jones Agency, Los Angeles; the 
Fluegelman Agency, New York; 
the Josephson Agency, New York 
and the Rosenfelt Agency, Toledo. 


The Connecticut Mutual ° 


LIFE INSURANCE COMPANY : HARTFORD 





New York’s David B. Fluegelman has 
been in the life insurance field since 
1931. He came with the Company 
four years ago with an outstanding 
record as an agent and was made 
general agent of one of CM’s oldest 
and largest agencies. 





Toledo’s Floyd A. Rosenfelt has been 
in the life insurance field since 1930. 
He has been an agent, a supervisor and 
a manager. He joined the Connecticut 
Mutual Life in 1944 as general agent 
at Toledo. 





disability field, but noted that the cur. 
rent demand is for amounts and dura. 
tions of benefit which are excessive by 
sound underwriting standards. He 
stated that underwriting safeguards 
should include limitations against dup. 
lications of coverage, recurrent disabi]- 
ities, and inclusion of seriously im. 
paired lives, and that the definition of 
disability should be somewhat tighter 
than that used for short-term disability 
coverage. 

In discussing coordination of group 
pension plans with the new OASI dis. 
ability benefits, R. M. Peterson, Equit- 
able Society, noted that pension plans 
frequently have provided reductions in 
retirement annuities at age 65 when 
social security benefits commence and 
that a similar approach might be used 
for integration with OASI disability 
benefits. Since it may be difficult to 
determine whether a particular dis- 
abled person is receiving OASI disabil- 
ity benefits, any offset should be ona 
partial basis, so that the individual re- 
tains an incentive to apply for OASI 
benefits if he is qualified for them. 

e e e 

‘ J. B. Crimmins, Metropolitan Life, 
described two methods by which his 
company has provided for changes in 
disability benefits at age 50 when so- 
cial’ security disability benefits com- 
mence. He recommended that such off- 
sets be on an approximate, rather than 
exact basis, and also suggested the ad- 
visability of higher minimum benefits 
for disability than for retirement be- 
cause of greater family responsibilities 
of younger men. 

G. A. Reynolds, Travelers, and R. L, 
Crapo, Massachusetts ‘Mutual, dis- 
cussed underwriting of small group 
coverage in their companies. Both com- 
panies use virtually the same under- 
writing basis for groups under 25 lives 
as for larger cases, but Travelers ap- 
plies the standard practices for which 
exceptions are often made for larger 
cases and the Massachusetts Mutual 
restricts the choice of combinations of 
coverage and benefit provisions. 

A. G. Weaver, John Hancock, re- 
perted that his company has had sat- 
isfactory experience in underwriting 
amounts of life insurance in excess of 
its standard maximum limits where 
the aggregate of these excess amounts 
is less than 10% of the total amount 
of insurance for the group, but that 
mortality experience has been adverse 
where excess amounts represented a 
more substantial part of the total group 
life coverage. John Hancock offers 
such higher maximum amounts up to 
$40,000 without individual underwrit- 
ing only where the amount of insur- 
ance bear a reasonable relationship to 
earnings for employes at all levels and 
exposure on older and impaired lives 
is not disproportionately high. 


C. A. Siegfried, Metropolitan Life, 
stated that his company’s new busi- 
ness indicated a definite trend toward 
major medical expense plans. Even 
though the comprehensive plans are 
still running behind the corridor type, 
the trend is definitely towards the 
comprehensive plans becoming more 
popular. 

The experience of Prudential indi- 
cates an over-utilization of major med- 
ical benefits for psychiatric treatment, 
according to E. B. Whittaker. He sug- 
gested that the benefits be limited to 
$10 per treatment out of hospital. 

R. M. Stabler, New York Life, said 
that even though the trend is toward 
comprehensive plans on smaller groups 
the larger groups are retaining the ba- 
sic benefits with a corridor deductible 


major medical plan. His company has 
(CONTINUED ON PAGE 26) 
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TRAVELERS MEET 


DeWitt Sees Many 
Job Opportunities 
in Electronic Age 


Travelers’ move into the electronic 
age is expected to create many new 
job opportunities 
when the _instal- 
lation is complete 
early next year, 
President J. Doyle 
DeWitt told 225 
leading agents at 
the annual confer- 
ence of Travelers 
Inner Circle at 
Boca Raton, Fla. 

Travelers has 
purchased an RCA 
Bizmac electronic 
business system, 
which will be the largest electronic 
computing system in the world when 
completed. 

Sterling T. Tooker, 2nd vice-presi- 

dent, said Travelers will actively solicit 
its employes who are interested and 
qualified to fill the many new positions 
which Bizmac will require. 
_ This will be the first installation of 
a Bizmac system by an insurance and 
only the third such ‘installation any- 
where. The first was purchased by the 
army and the second by a large mid- 
west department store. 

“The advent of a full scale automa- 
tion program for Travelers reflects our 
commitment to the electronics age and 
our realization that the scope of our 
operations demands greater technolog- 
ical efficiency,” Mr. DeWitt said. 

The Bizmac can add, subtract or 
compare 2,000 five-digit numbers, and 
perform 200 five-digit multiplications 
in one second. A total of 10,000 digits 
can be fed into the computer every 
second. One 1014-inch reel of magnetic 
tape holds the equivalent of 25,000 
punched cards. 

“In a sense, Bizmac marks the be- 
ginning of a new era,’ Mr. DeWitt 
said. “We will have to adjust to it 
gradually to avoid confusion or disrup- 
tion of our operations. But it is only a 
beginning. No machine can ever take 
the place of the people who give an 
organization its character, its power to 
succeed, and its vision to create.” 

Vice-president Vernon T. Dow, 
chairman of the electronics policy com- 
mittee, said it has not been decided 
where the installation of the Bizmac 
will be made but it is expected to re- 
quire between 25,000 and 30,000 square 
feet of space. The system will imme- 
diately be put to work on life and ac- 
cident premium notice writing and will 
be adapted rapidly to a multitude of 
projects relating to all lines of insur- 
ance. 

Travelers will begin using Bizmac 
even before installation is made at the 
Hartford office, starting in late sum- 
mer at RCA’s Camden plant where 
computations will be made involving 
group claim statistics. 

Turning to the economic situation, 
Mr. DeWitt pointed out that despite 
the fact that economists reported 1956 
as another excellent year for business, 
there were danger signals in the re- 
sults which bear watching by everyone. 
The growth of total spending for goods 
and services was accomplished in 1955 
without major price increases. Unfor- 
tunately this was not the case in 1956. 

About half the $21 billion gain was 
accounted for by inflation, he said. The 
purchasing power of the dollar, com- 
pared to the 1947-49 average of 100 








J. D. DeWitt 


has declined to 88 cents. In terms of 


1939 dollars, purchasing power has 
dropped to 51 cents. 

Much of the capital expansion can- 
not be delayed, he said. A $100 billion 
highway program already has been 
started. There is urgent need for school 
and other public construction in the 
years to come. It is estimated that 1.5 
million new homes a year will be 
needed by the 1960s. 

“Many suggestions and proposals 
have been made to hold us back, con- 


trol our pace, limit our expansion,” Mr. 


DeWitt said. ‘““Many of these are re- 


pugnant to our economic philosophy. 
Centralized controls have proven in 
the past inequitable, unwieldy, and un- 
fair to great segments of our society. 

“They would destroy the dynamic 
nature of our economy through which 
we have accomplished so much in so 
short a time, and which we will need 
if we are to meet our great responsi- 
bilities. The federal government can 
do much to put the brakes on any 
runaway inflation through a more ef- 
fective application of monetary and 
fiscal controls. But even here, there 
is a limit beyond which we cannot go, 


7 


or else we will cripple our power to 
progress.” 

He pointed out that the life insur- 
ance business has “fone of the most 
significant parts to play in the stabiliz- 
ing of our economy and in the prepa- 
ration for tomorrow’s society.” 

“Short of an increase in taxes which 
no one wants—the most effective way. 
to ease the burden of consumer spend- 
ing is through increased saving, and 
perhaps the best way to emcourage 
saving is through purchases of per- 
manent forms of life insurance,” Mr. 
DeWitt declared. 
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This powerful — thought provok- 
ing message on outdoor posters 
will appear in over 100 cities and 


towns throughout the United 


States and Canada in 1957. 


Outdoor advertising is an effective 
partner of the Great-West Life 
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service activities. 
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HOME OFFICE CHANGES 





Loyal Protective Life 


Stuart M. Shotwell has been pro- 
moted to associate actuary. He has 
been assistant actuary since joining 
Loyal Protective in 1954. He is a fellow 
of Society of Actuaries. 


North American Re 


John C. Wooddy, who joined North 
American Re as assistant actuary in 
1955, has been promoted to associate 
actuary. He was senior actuary of 
American Telephone & Telegraph Co. 
from 1947 to 1955 and previously was 
with Lumbermens Mutual Casualty 
and A. C. Nielsen, market research 
firm. He is a fellow of Society of Ac- 
tuaries and an associate of Casualty 
Actuarial Society. 


Pacific Mutual 


Ben P. Griffith, Los Angeles con- 
tractor, has been elected a director of 
Pacific Mutual Life. Mr. Griffith’s 
father, Stephen M., was a Pacific Mu- 
tual director from 1942 until his death 
in 1956. 

Other Pacific Mutual appointments 


include William Cunningham, who has 
been named group actuary, and Connor 
Jetton, who has been named assistant 
secretary. Mr. Cunningham joined the 
company in 1953 and had been assist- 
ant secretary since 1955. A fellow of 
Society of Actuaries, Mr. Cunningham 
was with London Life before joining 
Pacific Mutual. Mr. Jetton started with 
the company in 1946 and has been 
manager of the general services de- 
partment since 1952. 


Midland National Life 


Three former department supervi- 
sors of Midland National Life have 
been elected officers of the company. 
They are William R. Stofft, assistant 
vice-president; Paul R. Wold, assistant 
secretary, and Kenneth C. Rasmussen, 
assistant secretary. Mr. Stofft, the 
company’s chief underwriter, joined 
the home office staff in 1953. He was 
named life underwriting manager in 
1954. Mr. Wold joined the company in 
1952 as an accounting clerk. In 1954 he 
was appointed manager of the account- 
ing department and since 1955 has 
served as supervisor of home office 
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services. Mr. Rasmussen, who has 
charge of the company’s A&S depart- 
ment, joined the home office staff in 
1953 to establish the department. 


Southwestern Life 


Charles A. Stallard has been ap- 
pointed auditor of Southwestern Life. 
He joined the company in 1949 in 
Brownsville, Tex., and in 1954 moved 
to the controller’s department at the 
home office in Dallas. 


Nationwide 


Cecil G. King has joined Nationwide 
as counsel for group insurance opera- 
tions. For the past two years he has 
been general attorney for Life of Mis- 
souri. For five years before that he 
_— on the legal staff of State Mutual 

e. 


Equitable Society 


A bureau of industrial health, under 
the direction of Dr. William J. McNa- 
mara, has been set up in the medical 
department. The bureau will advise 
group policyholders on special indus- 
trial health problems, help develop 
better understanding of group claims 
and promote cooperation in a variety 
of group practices with medical so- 
cieties and hospital staffs in commu- 
nities where group policyholders are 
located. Dr. McNamara joined Equita- 
ble Society as assistant medical direc- 
tor in 1945 after 13 years’ private 
practice in Vermont. He became asso- 
ciate medical director in 1953, and for 
the past year, has been developing the 
new industrial health activities in the 
office of Dr. Norvin C. Kiefer, chief 
medical director. 


Prudential 


Kenneth B. Hixson, associate coun- 
sel in the law department of the Chi- 
cago regional home office of Pruden- 
tial, has been promoted to assistant 
general solicitor in the law department 
of the Prudential home office in New- 
ark. Prior to receiving his law degree 
in 1933, Mr. Hixson joined Prudential 
legal staff in Newark. He was ad- 
vanced from assistant counsel to as- 
sociate counsel in 1948. Besides Chi- 
cago, he has served in this position in 
Newark and at the Los Angeles regional 
home office. 

Jack T. Kvernland and Alan L. Reed 
have been elected 2nd vice-presidents. 
Mr. Kvernland will be assigned to Pru- 
dential’s Minneapolis home office 
where he will be in charge of admin- 
istration for a 7-state area. He has b2en 
executive general manager at the Jack- 
sonville home office for two years. He 
joined the company as an actuarial 
student in 1940 and has held actuarial 
and administrative posts. He is a fel- 
low of Society of Actuaries. Mr. Reed, 
executive director of the ordinary 
agencies department since 1955, will 
continue with that organization. He 
joined the company at Harrisburg, Pa. 
in 1945 and was named manager at 
Binghamton, N. Y., in 1950. He was 
advanced to director of agencies at the 
home office in 1952. 

Howard A. Austin Jr., 2nd vice- 
president, is being transferred to the 
northeastern home office to be con- 
structed in Boston. He will supervise 
sales operations in New England and 
upstate New York. 


Continental Assurance 


Several agency and administration 
men have been named to new posts for 
Continental Assurance. Albert B. Mor- 
rison and John T. Grant were named 
resident vice-presidents, respectively 
in charge of the eastern department 
and Pacific coast department, agency 
development. 

J. W. Glynn was named an assistant 
vice-president with enlarged responsi- 
bilities in systems and planning, es- 
pecially as this relates to coordinating 
the adoption of the new IBM 705 in- 
stallation scheduled for full-scale op- 
eration in July. 

Howard Westphal, in charge of life 
insurance claims and Richard F. Ara- 


— 


now, of the legal staff, have been made 
assistant secretaries. 

The company’s broadly expanded 
program for merchandising life insur. 
ance through established fire and cas. 
ualty agencies has been placed in 
charge of Marshall B. Simms, who has 
been appointed to the newly created 
post of director of multiple line de. 
velopment. 

Myrna A. Parke and John H. Van 
Wickler have been named assistant 
treasurers of both Continental Assur. 
ance and Continental Casualty. 


Ohio State Life 


Frank H. Kobe has been appointed 
assistant superintendent of agencies of 
Ohio State Life. He entered the insur. 
ance business in 1945 as a debit agent 
for Prudential at Chicago. In 1947 he 
moved to Newark, O., where for the 
past nine years he has been manager 
of the life and A&S departments of the 
Rankin-Rankin agency of Newark. For 
the last five years he has qualified for 
honor club awards of Travelers. He is 
a past president of the Licking County 
(O.) Life Underwriters Assn. 


Provident Mutual 


A. Frederick McLaughlin has been 
appointed superintendent of group 
sales, Alfred F. Wilmouth becomes su- 
perintendent of home office sales, and 
Richard E. Jackson supervisor of group 
underwriting. Mr. McLaughlin, who 
joined Provident Mutual in 1956, will 
be in charge of developing the group 
sales organization and will supervise 
all group sales activities. Mr. Wil- 
mouth, assisting Mr. McLaughlin, will 
be in charge of all group sales made 
out of the home office. Mr. Jackson 
will be in charge of group underwrit- 
ing —— for group life and group 


All American Life & Casualty 


Richard J. Donaldson, executive vice 
president of All American Life & Cas- 
ualty, has been elected to the company 
board. A number of other directors 
were reelected at a recent stockholders’ 
meeting in the new All American 
building in Park Ridge, IIl. 


Security-Connecticut Life 


Merritt J. Orcutt has been appointed 
manager of the life accounting de- 
partment. He was with National Life 
of Vermont for 74% years and more 
recently with several Georgia life 
companies before joining Security- 
Connecticut Life. 


American United 


Orrin Tovson has joined American 
United Life as assistant actuary with 
the home office staff. Previously he 
had been a technical assistant actuary 
in New York for 10 years and a mathe- 
matician for the Naval Ordnance Lab- 
oratory. 


Travelers 


Dr. William A. Clarke has been ap- 
pointed assistant medical director of 
Travelers. He has been its district 
medical consultant at Chicago for two 
years. He previously had been in gen- 
eral practice for 3% years at Kalida, 
oO. 


General American Life 


Frank E. Thompson has been named 
to the newly established position of 
director of group training and field 
service by General American Life. Mr. 
Thompson, who was formerly assistant 
superintendent of group sales and serv- 
ice, will be in charge of the companys 
charted career training program. 


Weghorn agency—Richard J. Wes- 
horn, special representative in the pro- 
duction department for the past year, 
has been named manager of the life 
department. His father, John C. Weg- 
horn, is president of the agency, w: 
is a general agency of Canada Life at 
New York. 
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FIELD CHANGES 








Monarch Life 

Robert A. Phillips, supervisor at 
Hartford, and Robert Cherdron, super- 
visor at Detroit, have been appointed 
general agents of new agencies at Dal- 
las and Royal Oak, Mich., respective- 
ly. Thomas J. Walsh Jr., supervisor 
at New Haven, has been named gen- 
eral agent at Washington. 


Berkshire Life 





Gerald West- 
reich has been 
named general 
agent of Berkshire 
Life at New York. 
Mr. Westreich, a 
CLU, entered the 
business with Tra- 
velers in 1949 and 
joined Mutual 
Trust Life two 
years later. 


Gerald Westreich 


North American Re 


John R. Ward and William W. May 
have been elected vice-presidents. Mr. 
Ward, assistant vice-president since 
joining North American Re in 1954, 
will continue to represent the company 
in the U. S. and Canada and do special 
work in group and A&sS. In the busi- 
ness 25 years, he previously was with 
United States Life, John Hancock, 
Home Life, and Johnson & Higgins. 
Mr. May will continue to represent 
the company in southern U. S. and 
operate the Dallas office. He was sec- 
retary and treasurer and a director of 
Vulcan Life & Accident of Birming- 
ham from 1942 until 1956, when he 
joined North American Re as assistant 
vice-president. 


Guardian Life 


V. Eugene Good- 
win has been 
named manager of 
a new agency in 
Spokane. He en- 
tered the field 
with Federal Old 
Line Life at Spo- 
kane in 1947 and 
has been broker- 
age manager of 
Occidental Life of 

‘California since 
1952. 





V. E. Goodwin 


Continental American Life 


Harry Mayer Jr. has been named 
general agent at Wilmington. He has 
been with Continental American for 
22 years, most recently as assistant 
superintendent of agencies. 





LIFE 
AGENCY SUPT. 
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Manhattan Life 


W. Gregg Masenbrink has_ been 
named general agent in Dallas, with 
offices at 5523 
Dyer street. He 
entered the busi- 
ness with Phoenix 
Mutual in 1949 and 
remained with that 
company _ serving 
as a home office 
supervisorand 
field manager un- 
til his appoint- 
ment by Manhat- 
tan Life. As a su- 
pervisor, he served 
at Minneapol- 
is, Chicago, New 
York and “Port- 





W. G. Mesenbrink 
land, Ore. 


State Life of Indianapolis 


Glyn C. Phillips has been appointed 
director of the Alabama, Mississippi 
and Tennessee region for State Life 
of Indianapolis. Mr. Phillips has been 
in insurance for a number of years and 
previously has been a general agent 
for State Life. His headquarters are at 
203 Shannon street, Jackson, Tenn. 


General American Life 


William R. Roemelmeyer has been 
appointed general agent for General 
: nese American Life’s 
a ve multiple agencies 
. in Miami. He will 
head the multiple 
agencies with Sid- 
ney Salomon, own- 
er of the Miami 
Marlins _ baseball 
team. Prior to 
joining the compa- 
ny, Mr. Roemel- 
meyer had been 
agency supervisor 
W. R. Roemelmeyer Bo i. pig Mer pee 
was in charge of training and develop- 
ment of first and second year men. 









Continental Assurance 


Continental Assurance has appoint- 
ed two new group regional managers, 
one at Cleveland and the other at St. 
Louis. The appointment at Cleveland 
is Keith T. Campbell and the St. Louis 
appointment is David T. Suter. Mr. 
Campbell has been with the company 
since 1954. Mr. Suter joined the com- 
pany’s group de- 
partment in 1953. 

Maurice D. Sum- 
mney has been ap- 
pointed general 
agent for Contin- 
ental Assurance at 
Kalamazoo. A per- 
sonal _ producer 
since 1950, Mr. 
Sumney specializ- 
es in business life 
insurance and es- 
tate planning. 


Jefferson National 


The Kaldenbaugh-Zimmerman ag- 
ency, Tuscon, is Arizona represen- 
tative for Jefferson National Life 
which recently entered Arizona. Both 
Henry Kaldenbaugh and Ray Zimmer- 
man have been in insurance for many 
years and have been partners for the 
past eight years. Their agency is at 
1136 East Broadway, Tuscon. 


Security-Connecticut Life 


George M. Knoblauch has _ been 
named manager at Cleveland with of- 
fices at 808 Hanna building. Before 
joining Security-Connecticut Life, he 
was vice-president of Knoblauch- 
Sherman, Inc., general insurance agen- 
cy in Cleveland. 





ae ~~ ees 
M. D. Sumney 


Great-West Life 


J. H. Bannister has been appointed 
supervisor of the Saskatoon, Sask., 
branch and L. T. Phillips has been 
named supervisor of the north Texas 
branch at Dallas. Mr. Bannister has 
been with the Saskatoon branch at 
Milden, Sask. 


Bankers National Life 


Abraham Gomberg has been ap- 
pointed general agent at Silver Springs, 
Md., with offices at 8400 Georgia ave- 
nue. Before joining Bankers National 
he was with United Life & Accident. 


Prudential 


Joseph M. Kandybe has been ap- 
pointed division manager in the Bay & 
Associates agency of Prudential at 135 
South La Salle street, Chicago. Mr. 
Kandybe joined the Bay agency in 
1955. 

George E. Cunningham has been 
named staff manager for Prudential 
at Benton Harbor, Mich., succeeding 
Frank Davis, St. Joseph, Mich., who 
has been named a training consultant 
for the company. 

Leonard H. Alkire has been named 
manager of the Beverly-Wilshire dis- 

(CONTINUED ON PAGE 25) 
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Acacia Offers 3 New 
Whole Life Policies, 


Individual Annuities 


Acacia has made sweeping changes 
in its policy portfolio and added the 
Acacian-whole life, the estate builder- 
whole life and the executive-whole life 
and a full line of individual annuities. 
The changes resulted from a program 
begun a year ago to improve cover- 
ages and services. 

The Acacian is a $10,000 minimum 
contract issued from age 0 to 70. It 


= 


has high cash values and a premium, 
for example, of $226.50 for $10,000 at 
age 35. The estate builder is issued 
from $2,500 to $9,999. It and the Aca- 
cian have a special conversion option 
allowing insured at age 55 to change 
to either life paid-up at 65 or endow- 
ment at 65 by increasing his premium 
payments during the remaining 10 
years. For policies issued at age 46 
and older, the effective date for exer- 
cise of the option is the 10th policy 
anniversary and the paid-up date is 
10 years later. 


The executive, issued at ages 20 


through 55 in a minimum of $10,000, 
has a premium rate $4.25 per $1,000 
higher than the Acacian and larger 
cash values prior to age 65 but the 
same as the Acacian after 65. If in- 
sured dies before age 65, his bene- 
ficiary receives the face amount of 
the policy plus the full cash value as 
of the date of death. The full cash 
value may be borrowed without re- 
ducing the protection below the initial 
face amount. Fitted for business in- 
surance, particularly the split dollar, 
the executive provides a level death 
benefit to the employe’s beneficiary 





* 


Announcing: | 


the arrival £74 


STATE MUTUAL'S NEW 
MAJOR MEDICA 








A compact, colorfully-attractive and completely 
useful sales kit containing a separate card for each of 
the State Mutual plans on Group Major Medical insur- 
ance ... the newest and fastest growing form of health 
insurance in America today. Makes Group Major Medi- 
cal easy to understand, easy to sell. So unique, so new 


it’s been copyrighted ! 


For help in getting your share of commissions in the 
expanding major medical market, write or phone your 
nearest State Mutual agency or group office for one of 


these useful sales aids — soon. 
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during his working years and, on 
death, returns to the employer the ful] 
amount he has advanced toward pre. 
miums. 

A new dividend provision in 4]] 
three policies continues Acacia’s usua] 
procedure of apportioning dividends 
annually but accumulates them at in. 
terest for payment at 5-year intervals, 
Insured may request annual dividend 
payments. The regular settlement op. 
tions are provided. 

Although the full effect of the new 
policies has not been felt yet, Febru. 
ary business totaled a record $15,154. 
498, up $2.5 million. 





Single Premium Annuity 
Rates Cut by Natl., Vt. 


National Life of Vermont has re. 
duced the rates for single premium 
annuities, effective April 1. 

To produce a monthly annuity of 
$10, the new premiums at the speci- 
fied ages on a single life contract for 
males and females, respectively, are: 
Age 60, $1769 and $1992; age 65, $1523 
and $1730; age 70, $1271 and $1454. 

On a life with 120 months certain 
contract, the new rates are: Age 60, 
$1854 and $2038; age 65, $1650 and 
$1806; age 70, $1463 and $1581. 

On a refund annuity contract, rates 
are: Age 60, $1984 and $2140; age 65, 
$1776 and $1920; age 70, $1564 and 1691, 





Washington Nat'l Boosts 


Advance Premium Discount 


Washington National has increased 
its discount rates on eligible advanced 
life premiums from 244% to 3% and the 
discount rate on the withdrawn pre- 
miums so deposited has been increased 
from 14%% to 2%. The maximum 
amount of advanced life premiums the 
company will accept from any policy- 
holder remains at $100,000. The num- 
ber of advanced premiums the compa- 
ny will accept at a discount remains at 
19. No advanced premiums will be ac- 
cepted if the policy is assigned or if 
absolute ownership is vested in some- 
one other than the insured. 





Cite Hancock for Cooperation with 
Armed Forces Reserve Program 


John Hancock has received the De- 
partment of Defense reserve award for 


cooperation toward employes who are — 
armed forces reservists and who have © 


reserve obligations and activities. 
The award was made in the name of 
Secretary of Defense Wilson to Presi- 
dent Byron K. Elliott who accepted it 
on behalf of the company. On hand to 
make the presentation were several 
army, navy and air force officers, in- 
cluding John L. McCrea, vice-president 
of personnel and client relations, vice- 
admiral, USN, retired. Hancock re- 
ceived the reserve award pennant and 
a citation certificate commending its 
support of the reserve program. The 
company was commended for its policy 
of granting leave to reservists for an- 
nual tours of duty for training, special 
tours of duty or emergency duty. 





New York Lite Increases 
Discount Rate from 12 to 3% 

New York Life has increased the 
discount rate on premiums from 212% 
to 3%. 

As in the past, there will be no limit 
on the number of years’ premiums that 
may be discounted. The maximum lim- 
it of $100,000 in advance premiums ac- 
ceptable in any one year period on any 
one life will continue to apply. 





Raise U. S. Life Premium Discount 
to 3%, Substandard Limit to 600% 

United States Life has increased the 
discount on premiums paid in advance 
from 2% to 3%. Another liberaliza- 
tion permits a substandard limit of 
600% of maximum mortality risk. It 
has been 500%. 
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Mutual of New York’s National Conference of Field Representatives’ Honor Clubs at Waldorf-Astoria 


Myer Agency 
Wins Highest Award 


Richard E. Myer’s New York City "I 


agency, which led the entire Mutual 
of New York organization in number 
of agents qualifying for honor groups, 
received the highest award at the re- 
cent company convention held at New 
York—the international leadership 
plaque. Manager Myer (left center) 
and Agent Curt Thiele are holding the 
plaque. At the right of Mr. Thiele is 
Julian S. Myrick, retired vice-presi- 
dent of Mutual, chairman of American 
College, and past president of National 
Assn. of Life Underwriters, who is a 
member of the Myer agency. 


Mutual of New York’s western region agency leadership plaque was awarded 
to the Portland, Ore., agency. Representatives of the agency are shown above. 
At left of the plaque is Manager Wilbur K. Hood. Roy Wheeler is the other man 
holding the plaque, which was awarded at the company convention at New York. 


Central region winner of the agency leadership plaque was the Milwaukee ag- 
ency. Members of the agency are shown here with Manager George Knutsen, 
who is standing to the right of the plaque. 


James H. Lake (center), manager at New Orleans for Mutual of New York, Harry S. Hull Jr. (left), manager at Pittsburgh agency for Mutual of New 
is shown receiving the southern regional agency leadership award from Stanton York, is shown receiving the eastern regional agency leadership award from 
G. Hale, vice-president for sales. Looking on is D. D. Briggs, regional vice- Frank B. Jackson, regional vice-president. The presentation was made at the 


president. 


company convention held in New York City. 
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Agents Applaud Dramati 


Agents Hear Salient 


Presentation of New Plans Points of New Plans 


By ROBERT B. MITCHELL 


NEW YORK—“The play’s the thing” 
when it comes to announcing changes 
to your field force, judging from the 
ovation given the dramatized presen- 
tation by which Mutual of New York 
told some 800 field force members 
about its sweeping program of mod- 
ernization of virtually its entire life 
insurance program. No first-night au- 
dience ever applauded a cast more 
enthusiastically. 

Professional actors, professional 
staging and even a professional pit 
orchestra were used to give the com- 
pany’s first combined business con- 
ference in six years the welcome news 
covering nearly a dozen important 
changes designed to help the agents 
sell more effectively and to a wider 
market. The theme was “MONY Does 
It!” 

The final scene showed the “goodies” 
symbolically hung from the “MONY 
Tree.” All but one, that is. One of the 
cast peered around and under the tree, 
apparently in search of something, fi- 
nally saying, “There’s everything but 
the kitchen :sink.” Obligingly, other 
members of the cast brought in a full 
size cardboard replica of a kitchen 
sink. This got a laugh but when it 
was reversed to reveal the announce- 
ment of the new $25,000 minimum 
amount whole life policy with high 
early-year cash values, the audience 
went wild. 

° e e 


Mutual of New York’s complete new 
series of policies and other major prod- 
uct changes, in addition to the $25,000 
whole life special already mentioned, 
which is’ designed especially for busi- 
ness insurance purposes, include the 
following: 

1. Reduced premiums on new poli- 
cies through the use of quantity dis- 
counts. A discount is offered on poli- 
cies with face amounts of $5,000 to 
$10,000, and a larger discount when 
the policy is for $10,000 or more. 

2. Lower basic premium rates for 
whole-life plans at adult ages for pol- 
icies with a face value of less than 
$5,000. 

3. A new retirement plan for wom- 
en, tied to the new social security law. 

4. Lower rates for retirement annu- 
ity contracts. Reductions range from 
1% to 10%. 

5. Reduced rates for single-premium 
annuities. 

6. Reduced charges for accidental 
death and waiver of premium provi- 
sions, 

7. New plans for business firms with 
five to 50 employes, providing life in- 
surance and A&S coverage. 

8. Liberalized accidental death ben- 
efit provision. 

9. Higher limits on the amounts of 
non-medical life insurance. 

10 Improvements in the “Junior Ex- 
pander” policy. 

In addition to the retirement plan 
for women and the $25,000-minimum 
“Executive Equity” policy, other new 
policies announced here included two 
new flexible whole-life policies, one 
with level premiums, the other with a 
three-year modified rate; and a new 
dame temporary modified term pol- 
cy. 


The setting for one of the most com- 
prehensive remodeling programs in 


Mutual’s 114-year history was the 
ballroom of the Waldorf-Astoria hotel. 
The gathering brought together top- 
flight producers from all over the 
United States, Alaska and Canada— 
members of the Top Club Round Table, 
the Top Club and National Field Club 
—together with their agency managers, 
assistant managers and field specialists 
handling multiple lines of personal 
coverages. 

Immediately following the dramatic 
presentation, detailed announcements 
were distributed. Next day the sales 
promotion, advertising and publicity 
sections were ready with kits of color- 
ful material to help agents take their 
messages and sell their products to 
policyholders and prospects. There 
were strong indications that one of the 
most effective selling tools would be 
the company’s new “MONY-Matic” 
plan for paying premiums monthly on 
a consolidated basis, through a pre- 
authorized bank check. It is available 
as long as the policyholder has at least 
one policy with a monthly premium 
of $10 or more. 

Two-color, double page advertise- 
ments—Mutual’s first venture into 
color ads—will be appearing in nine 
magazines. Full-page announcements 
are scheduled for various business 
publications and trade journals. Ads 
of 1,000 lines each will be run in a 
total of 120 daily newspapers in 94 key 
cities throughout the country. 

Mutual’s sales promotion section de- 
veloped, and distributed at the meet- 
ing, a total of 27 booklets, pamphlets 
and related literature about the new 
line of products and other improve- 
ments. 

Publicity and sales promotion jointly 
developed a special newspaper, called 
the MONY Register, to give the field 
force its “first run” story about the 

(CONTINUED ON PAGE 18) 








Myer Agency Wins 
Top Leadership Plaque 


NEW YORK—Winners of the 1956 
Mutual of New York agency leadership 
plaques were announced here at the 
company’s business conference. 

The Myer agency of New York was 
international winner, topping 113 agen- 
cies throughout the United States and 
Canada in number of field representa- 
tives who qualified last year for com- 
pany honor groups. 

The Myer agency, managed by Rich- 
ard E. Myer, had 31 agents who earned 
membership in company honor organi- 
zations. Three qualified for the Top 
Club Round Table, six qualified for Top 
Club honors, and 22 earned member- 
ship in the National Field Club. The 
agency sold nearly $21 million of life 
insurance last year, plus a substantial 
volume of group and A&S coverage. 
In five years, the agency’s production 
has more than tripled. 

Regional leadership plaques were 
awarded also to the leading agency in 
each of Mutual’s four regions. Pitts- 
burgh, under Harry S. Hull Jr., was 
the first in the eastern region. New 
Orleans, managed by James H. Lake, 
won southern region honors. Central 
region agencies were led by Milwau- 
kee, under Manager George A. Knut- 
sen. The winner in the western region 
was Portland, Ore., headed by Wilbur 
K. Hood. 


YORK—Here are summaries 
of the features of the new life insur- 
ance policies announced by Mutual of 
New York during its convention at the 
Waldorf-Astoria hotel: 

“Executive Equity” $25,000 Mini- 
mum: This is a level premium policy, 
paid-up at age 95, and issued for 
amounts of $25,000 or more. It provides 
cash values equal to the full reserve as 
early as the end of the third policy 
year. : 

The high early cash values under 
this plan are designed to improve the 
business man’s credit standing, build 
collateral to help financing needs, cre- 
ate greater non-forfeiture benefits and 
accumulate essential funds for emer- 
gencies or opportunities. 

Business firms can use the policy to 
insure key men. Close corporations can 
insure the stockholders. Partners can 
insure each other. The sole proprietor 
can use it to leave his beneficiary a 
business instead of a burden. The pol- 
icy is easily adaptable to the “split 
dollar” financing plan. 

e e e 

Flexible Whole Life Policies: Mutual 
is offering two “Flexible Whole Life” 
policies. One is on the level premium 
basis; the other on the 3-year modi- 
fied basis. 

Both policies contain options to 
change to a specified limited payment 
life or endowment plan, subject to an 
increase in future premiums but not to 
payment of a lump-sum cost. 

The change may be made at the end 
of the fifth year, or at age 50 if origi- 
nally issued below age 45. 

The policies will be issued down to a 
minimum $2,000 face amount. 

Quantity discounts are available for 
face amounts of $5,000 to $10,000, and 
there is an even larger discount for 
policies of $10,000 or more. Optional 
benefits available include the liber- 
alized accidental death benefit provi- 
sion as well as term insurance and 
waiver of premium riders. 


e es o 
Ten-Year Temporary Modified 
Term: In addition to its five-year 


temporary modified term, mutual is 
offering a 10-year temporary modified 
term policy. Premiums are substanti- 
ally less during the first two years 
than thereafter. The policies are con- 
vertible any time during the term pe- 
riod to specified permanent plans of 
life insurance for the same amount. 
If the policy contains waiver of pre- 
mium or accidental death benefits, 
they may be continued in the new pol- 
icy under certain conditions. 

The policies are issued down to a 
minimum $2,000 face amount. Quan- 
tity discounts are applied. 

e @ e 

Retirement Plans for Women: To tie 
in with the recent amendment of the 
social security law, under which the 
woman who qualifies can receive 
benefits earlier, Mutual will now issue 
retirement endowment plans maturing 
at age 62. 

The woman may still exercise the 
option of postponing the maturity date 
until as late as age 72. Policies are also 
available maturing at ages 55 or 65, 
with similar 10-year “change of mind” 
provisions. 

Minimum amount available is $2,- 
000. Quantity discounts are applied to 

(CONTINUED ON PAGE 18) 





c Mutual of New York Efforts to Improve 


Mutual Insurer Tax 
Status Discussed 


Mutual’s Press Conference 
Elicits Many Queries from 


Daily, Insurance Editors 


NEW YORK—Life companies are 
more heavily taxed than any other form 








Louis W. Dawson 


Roger Hull 


of savings and in an effort to obtain a 
better break for mutual companies’ 
policyholders a group of 25 mutual life 
companies has been conferring period- 
ically for the last six months on ways 
to get a better tax break for the mu- 
tual companies. 

This explanation of what is being 
done about the income tax situation 
was given by President Louis W. Daw- 
son at a press conference conducted 
here by Mr. Dawson and other top of- 
ficers of Mutual of New York during 
the company’s national field club con- 
vention. The questions came from rep- 
resentatives of the daily and insurance 
papers and the wire services. 

Mr. Dawson said the taxation ap- 
proach for mutual companies is off 
base but has been followed because of 
historical precedent. He said the use 
of an incorrect basis didn’t matter so 
much years ago, because the tax was 
small anyway. He indicated that it will 
be an uphill fight to get the law 
changed because of the tremendous 
need for revenue for foreign aid and 
other expenditures. 

Also of general life insurance inter- 
est were the answers to questions on 
Mutual’s attitude toward the future of 
jumbo group, the variable annuity, and 
Mutual’s reasons for not making the 
savings in its new quantity discount 
plan available to existing policyhold- 
ers; on the sources of savings in the 
new lower rates and their effect on 
earnings of agents, and the likelihood 
of Mutual’s issuing a “family” policy. 


Vinton McVicker of the Wall Street 
Journal wanted to know Mutual’s at- 
titude toward efforts to get a group 
limit enacted in New York. 

Executive Vice-president Roger Hull 
mentioned the pressure from the 
agents to get a group ceiling enacted 
in New York but said that while an 
upper limit on group seems to have 
considerable merit, “we don’t neces- 
sarily think legislation is the way to 
handle it.’ Some of the “association” 
group cases have gone to extremes, he 
said, in the matter of grouping people 
for insurance purposes but “we believe 
in the long run it will be sound under- 
writing considerations that will con- 
trol this thing rather than legislative 
limits.” 

(CONTINUED ON PAGE 19) 








14 


HteNATIONAL UNDERWRITER 


April 12, 1957 





— 


Mutual of New York’s National Conference of Field Representatives’ Honor Clubs at Waldorf-Astoria 





Mutual of New York's‘Man of the 
Year’ a Woman: Mrs. Bettie Boyd 


NEW YORK—A group of life in- 
surance men, all of them top producers 
for Mutual of New York, decided that 
the best man among them was a wom- 
an. 

Her name is Mrs. Bettie Boyd. She 
comes from Troy, Ala., 40 miles south- 
east of Montgomery, where she has 
represented the company more than 40 
years. And in New York, before an 
audience of nearly 800 of her col- 
leagues who represent Mutual in every 
section of the United States and Can- 
ada, the lady from Alabama received 
the sterling silver cup awarded an- 
nually to the company’s “Man of the 
Year.” 

The cup is donated by past presi- 
dents of the National Field Club, an 
honor organization comprised of the 
company’s leading producers. The 
award is based on sales volume, serv- 
ice to policyholders and the communi- 
ty, value to the agency, and participa- 
tion in activities of the National Assn. 
of Life Underwriters. 


Mrs. Boyd and other members of 
Mutual’s field force were in New York 
City taking part in a business confer- 
ence with home office officials. As a 
young woman, she was married to a 
successful young dentist. They had 
three children, and the future of the 
family looked serene. 

But Dr. Boyd became seriously HL. 
In the five years he lingered in illnéss,- 
before he died, Bettie Boyd exhausted 
her personal inheritance and their own 
finances in her efforts to heal him and 
keep him alive. By the time of his 
death, there remained for her only a 
few dollars in the bank and a life in- 
surance policy that would give her $50 
a month. 

The income from insurance was not 
enough to keep her family together. 
What could she do? 

The insurance gave her an idea. Her 
husband’s policy had been with Mutual 
of New York, so she visited the nearest 
company office, 100 miles from her 
home, to ask if she could become an 
agent for the company. Her own des- 
titute position had convinced her that 
she should devote her life to telling 
the story of life insurance to others. 


The agency manager was appalled. 
It was unheard of in his territory at 
that time for a woman to be selling 
life insurance. 

Take in boarders, he advised her. 
But she said she hadn’t been taught 
how to cook. 

Take in sewing, he suggested next. 
But she hadn’t learned to sew. 

Become a teacher, a nurse, he pro- 
posed impatiently. Sorry, she an- 
nounced. She knew nothing about eith- 
er profession. 

The manager gave in. Reluctantly he 
brought out a contract, showed her 
where to sign it, handed her a rate- 
book and sent her on her way, confi- 
dent that he’d never hear from her 
again. 

Bettie Boyd went home, and found 
neither sympathy nor understanding 
among her family and friends. They, 
too, were appalled at the thought of 
her becoming a life insurance agent. 

Discounting them as prospects, Mrs. 
Boyd combed the rural areas, walking 
most of the time because she could not 
afford transportation. And there Mrs. 
Boyd preached her gospel of life in- 


surance, a story she well knew because 
she herself had had so little. 

The farmers listened. They listened 
to a story of security and insecurity 
that few salesmen had ever bothered 
to tell them before. They listened and 
they bought. And after them, their 
children and their’ grandchildren 
bought too. 

Steadily Mrs. Boyd climbed up Mu- 
tual’s sales ladder. By 1916 she qual- 
ified for the National Field Club, the 
first woman in Mutual’s southern ter- 
ritory to do so. For many years her 
sales of life insurance have averaged 
more than $500,000 annually. The na- 
tional quality award has been granted 
to her by the National Assn. of Life 
Underwriters every year since the 
awards began. Her 1956 production 
qualified her for membership in the 
Top Club Round Table, Mutual’s high- 
est honor group. All her business is in 
individual policies of relatively small 
amounts, without business insurance 
or group cases to swell her sales vol- 
ume. 

Mrs. Boyd’s fervor for her work goes 
beyond her own company. She was a 
charter member of the Montgomery 
Assn. of Life Underwriters, traveling 
50 miles regularly to participate in 
meetings and contribute the lessons of 
her experience to others in her busi- 
ness. And as her own home town grew, 
she helped organize a local life under- 
writers association there. Today she is 
a member of the board of directors. 

In community work, she’s active 
with the Women’s Missionary Society 
of the First Baptist Church. The 
United Appeal and other local fund 
raising drives always look to her for 
support and helpful suggestions. She is 
also a past president of her local Busi- 
ness & Professional Women’s Club. 

The award that Mrs. Boyd won 


Thinking Big Is No Longer Optional; 
You Either Move Up or Out: Durning 


Bigness ts the theme of today’s op- 
erations in every field and “thinking 
big” is vital to success, said Ronald B. 
Durning, manager for Mutual of New 
York in New York City, in his talk at 
the managers’ meeting during the com- 
pany’s national agency convention in 
New York City. 


By RONALD B. DURNING 


My part in today’s program deals 
with objectives and the necessity of 
setting them. Not just any objectives, 
but the goals that are the result of 
thinking big. The necessity of thinking 
big is possibly not fully appreciated 
from the standpoint of accomplishing 
big results. Perhaps you would indulge 
me a moment to go back to those days 
when my own goals were still being 
formulated. 








stands 20 inches high and is of typical 
loving cup design, with two handles. 
The trophy remains in the winner’s 
agency office until the next year’s 
winner is picked. A small replica of 
the cup is given the winner to keep in 
his or her personal possession. 

The names of the past presidents are 
inscribed on the cup. They are Jacob 
W. Shoul of Boston, Morris Largeman 
(deceased) of New York, Sam S. Her- 
witz of Cincinnati, J. Dudley Miller of 
Chicago, Louis J. Santamarie of Phila- 
delphia, Robert M. Hirsch, formerly 
with Mutual in Chicago, Cornelius J. 
McCole of Scranton, Emanuel A. Hy- 
man of Baltimore, Louis Meister of 
Hartford, Herman Lasker of St. Paul, 
William L. Porte of Denver, Marvin 
R. Robbins of Charlotte, Gordon Cor- 
yell of San Francisco, Jack W. Trigg of 
Birmingham, and Jacques Barr of Chi- 
cago. 





Mrs. Bettie M. Boyd of Troy, Ala., (second from left), designated as Mutual 





of New York’s “Field Underwriter of the Year,” accepts the silver loving cup 
symbolic of the award. Making the presentation is Jacob W. Shoul (right), 
president of the National Field Club, Mutual’s honor organization. Looking on 
are Fred Hardy, manager of the Montgomery agency, which Mrs. Boyd repre- 
sents in Troy, and Mrs. William Bromberg of Birmingham, a daughter of Mrs. 
Boyd. The presentation was made here during a business conference of 800 
top-ranking Mutual representatives from all parts of the U. S. and Canada. 


In 1948, a recent engineering college 
graduate, I found myself employed as 
an engineer in what was considered to 
be a progressive and well-managed 
public utilities company. In the course 
of training with this organization and 
in the first few months during which 
time I was an engineer representative 
of theirs, we were continuously coming 
upon problems the solutions of which 
did not fall under my responsibility. 4 
request for authority to do this or that 
was invariably put through the proper 
channels. 

After a lapse of several weeks we 
either got our recommendations back 
approved or disapproved. Finally there 
came a day when curiosity moved me 
to find out to whom these requests 
went and just who decided the “big” 
issues. Where did the decisions come 
from? The company that employed me 
was controlled by a large holding com- 
pany whose management resided in 
New York. Time and time again, upon 
inquiry, I was told this was important 
and would have to be resolved in New 
York. 

e e e 

What proved to be the case in util- 
ities, was true of insurance. After en- 
tering the insurance business, I ran 
into problems; again the answers to 
the big ones were to be found in New 
York. In the back of my mind I began 
to associate bigness with that place 
where my agency is now located, and 
in April, 1953, I got my first look at 
New York in a business capacity. 

They say that visitors approaching 
the United States are impressed by 
the very size of things in New York 
and, as they travel west through this 
amazing country, the illusion of big- 
ness never disappears. As a training 
assistant, it seemed I lived with a 
traveling bag, an airline card, a map, 
and a growing appreciation of just how 
big this native land of mine really was, 
even when you covered it by air. The 
greatest thing of all were the people 
I met and all the successful people I 
met were thinking big, thoughts. 

e @ e 

Bigness—the word began to be a 
part and parcel of my personal think- 
ing. Even on the home front, the con- 
cept of bigness continued to be im- 
pressed on my mind. I find myself now 
married seven years and with a sixth 
little Durning on the way. We are con- 
sidered a big family in a neighborhood 
of big families. 

As a newly appointed manager, I 
compared the size of my company, Mu- 
tual of New York, to that of other com- 
panies in our industry. I find us in the 
upper 1% of insurance companies based 
upon insurance in force. I find us in 
the upper one-half of 1% based on ac- 
cumulated assets. I find my industry 
a giant amongst giants in this very 
prosperous economy. Indeed, the reali- 
zation has spread far and wide that 
the insurance companies are about the 
biggest thing there is. 

But at this point I had to pull up 
short. I found that there was one link 
in which the “bigness” pattern broke 
down. I compared the size of my com- 
pany’s agencies with those of others. 
Then I examined our own leaders. 
Here again there were gaps. There was 
quite a gap between the leading agen- 
cy and the next in line. Why should 
this be? To me it seemed that it might 


(CONTINUED ON PAGE 19) 
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Insurance Like Any Other Product: 
Consumer Calls Signals, Says Hale 


NEW YORK—Stanton G. Hale, vice- 
president for sales, told Mutual of 
New York’s lead- 
ing agents and 
managers “it is 
imperative, in this 
discriminating and 
competitive world 
of the modern con- 
sumer, that we 
continue to devel- 
op products which 
meet the consum- 
er’s needs.” 

“Few people 

; buy yesterday’s 

Stanton G. Hale products,” he said. 
“That is true of automobiles, television 
sets, and women’s clothes, and it is 
affecting insurance more and more all 
the time.” 

As an example, Mr. Hale pointed to 
Mutual’s 1956 business, 75% of which 
was in new forms of personal insur- 
ance the company began to market 
within the past few years. 

Mr. Hale’s address brought to a close 
a series of business conferences be- 
tween home officials and top-ranking 
field people from all parts of the Unit- 
ed States and Canada. It was the com- 
pany’s first combined meeting of this 
kind in six years. 


Mr. Hale’s remarks about product 
improvement followed announcements 
earlier in the week of a sweeping re- 
modeling of Mutual’s life insurance 
program, featured by “quantity dis- 
counts” that result in lower premiums 
for larger-size purchases. The new 
program, which became effective Mon- 
day, also includes a new retirement 
plan for women, which is tied to the 
recent change in the social security 
law; a new $25,000-minimum policy 
designed for business insurance pur- 
poses; a new employe benefit plan for 
businesses with five to 50 employes; 
improvements in the accidental death 
and waiver of premium provisions; and 
stronger emphasis on “MONY-Matic,” 
a method by which a policyholder can 
conveniently budget and pay premi- 
ums for all Mutual policies in his fam- 
ily once a month by pre-authorized 
bank check. 

Mr. Hale said that “while there may 
be no exact way to determine how 
important new products are to a com- 
pany’s growth, it is clear that failure 
to keep abreast of the times has been 
fatal, or nearly so, for many organiza- 
tions. 

“Witness the soap manufacturers 
who thought detergents were a pass- 
ing fad, and the canners watching their 
sales level off while frozen-food vol- 
ume goes skyrocketing upward. Retail 
appliance outlets have seen their mar- 
ket pulled out from under them by 
price-slashing discount houses, attract- 
ing consumers en masse who are will- 
ing to sacrifice the niceties of service 
for the practical realities of price. 

“Downtown department stores have 
fought a delaying, and losing, battle 
against the rise of gigantic suburban 
shopping centers, and ‘Mom and Pop’ 
grocery stores have almost vanished 
a the impact of modern supermar- 
ets. 

“All these illustrate graphically the 
results of failure to sense quickly and 
accurately changes in consumer psy- 
chology and habits. 

“No one likes change for change’s 





sake. But in the discriminating and 
competitive world of the modern con- 
sumer, it is imperative that we devel- 
op products which meet his needs.” 

Mr. Hale reminded the field force 
in attendance here that the competi- 
tion they confront in the field comes 
“not only from other insurance com- 
panies, but from the manufacturers of 
automobiles, appliances and clothes, 
and from the purveyors of bigger-and- 
better-vacation-packages on the in- 
stallment plan, 4-bedroom 3-bath 
houses, and the hundreds of comforts 
to which the American consumer has 
become accustomed.” 

Mutual’s new products, he said, have 
prepared the company and its sales 
force to meet competition for the con- 
sumer dollar. The recent creation of a 
market development division in the 
company, he added, is intended to keep 
products abreast or ahead of the times, 
and to bring insurance closer to the 
consumer through new techniques of 
marketing and purchasing. 

“Lengthening of our sights and de- 
termining long-range objectives,” Mr. 
Hale said, “become more imperative 
with every passing year, as the pace 
of the world constantly quickens under 
the impact of technological changes, 
booming population growth, and ever- 
changing patterns of living as our econ- 
omy moves steadily ahead.” 


Finds ‘Pension’ the Magic Word for 


Attaining the Top Club Round Table 


Frank F. Haack Jr. of Mutual of New 
York’s Milwaukee agency told the Top 
Club Round Table members at New 
York how he worked at boosting his 
production to achieve membership in 
the group by becoming a pension 'spe- 
cialist. 


By FRANK F. HAACK JR. 


Two years ago I was reading one of 
the insurance publications which 
stated that in the previous month over 
$20 billion of insurance was sold. I, 
quite frankly, said to myself—“Who 
the heck is selling all that life insur- 
ance.” It just so happened that my 
own paid-for, for the same month, 
amounted to $20,000. Have you ever 
put the figure $20 billion over the 
figure $20,000? If we cross out the 
zeros it gives us a comparison of 2 
million to 2. In other words, I was 
not getting my share of the market! 

I tried to look at it objectively— 
what was this gap between Top Club 
and the Round Table? What was nec- 
essary to bridge this apparent chasm 
which, from where I stood, seemed to 
be an uncrossable obstacle? Were the 
men qualifying for the Round Table 
truly that much better than I? What 
tools would I have to work with if I 
was to attain the objective? I read the 
list of Round Table members and I 
looked at them as you may do now. All 





Conference Told of New Agencies and 
District Offices Soon to Be Opened 


NEW YORK—Mutual of New York 
has made known plans for a sharp ex- 
pansion of its sales outlets. Announce- 
ment of the expansion followed news 
earlier in the week of sweeping 
changes in Mutual’s life insurance pro- 
gram. 

Effective about May 1, Mutual will 
establish a new managing agency in 
San Francisco and a district office in 
Santa Rosa, Cal.; a managing agency 
in Stamford, Conn.; and district offices 
in Amarillo, Austin and Beaumont, 
Tex. 

Stanton G. Hale, vice-president for 
sales, announced the expansion pro- 
gram to 800 top-ranking field person- 
nel participating here in a business 
conference with home office officials. 

The managing agencies will give 
Mutual a total of 115 such outlets 
throughout the United States and Can- 
ada, 14 of which have been established 
in the past 15 months. The new San 
Francisco unit—Mutual’s second in 
that city—and the Santa Rosa district 
office will provide the company with 
a total of 14 sales outlets in California. 

The four new district offices will 
make a total of 10 such units that Mu- 
tual has established in recent months. 
In Texas the company will have a to- 
tal of seven sales outlets, including 
existing managing agencies and the 
new district offices. 

Leonard Stiller, 38, has been ap- 
pointed manager of the new San Fran- 
cisco agency. He has been in the per- 
sonal insurance field in that area for 
the past six years, and since last No- 
vember has been at the home office for 
special managerial training. 

Philip H. Oxnam, 39, will become 
manager in Stamford. Mr. Oxnam, a 
former minister and air force chaplain, 
joined Mutual of New York in 1952 
as an agent in Schenectady. He ad- 


vanced to assistant manager at Albany 
in 1954, and a little more than a year 
later went to the home office. In Jan- 
uary, 1956, he was named director of 
market development, the post he has 
held until his assignment now to es- 
tablish a new agency in Stamford. 

Mutual’s new district offices will be 
under the direction, respectively, of 
George A. Norwood, in Santa Rosa; 
Gilbert L. Muddell Jr., in Amarillo; 
Albert M. Madsen, in Austin, and 
Miles T. Tucker, in Beaumont. The 
appointees are veterans of field work 
in the personal insurance field and 
have been on the home office staff for 
the past several months undergoing 
special managerial training. 

Mr. Norwood, 43, joined the Oakland 
agency in 1947. He qualified for mem- 
bership in company honor groups and 
was appointed an assistant manager in 
1949. He was promoted to the home 
office training staff in 1956. He is a 
former teacher and athletic coach. 

Mr. Muddell, 46, has been in the 
personal insurance field since he com- 
pleted a tour of duty with the air force 
in 1945. He joined Mutual’s training 
staff last November, and is a graduate 
of the Southern Methodist university 
course. 

Mr. Madsen, 34, joined Mutual in 
the San Antonio agency in 1952. He 
was named assistant manager there 
in 1954, and last August he was pro- 
moted to the field training staff at the 
home office. He is a member of Mu- 
tual’s National Field Club. 

Mr. Tucker, 43, joined the Houston 
agency in 1951. He qualified for the 
National Field Club and became an 
assistant agency manager in 1952. He 
took the Southern Methodist university 
course. He has been a training assist- 
ant at the home office since August, 
1956. 





Frank F. Haack Jr., agent at Mil- 
waukee for Mutual of New York, is 
shown addressing the company’s bus- 
iness conference held in New York 


truly dedicated students of life insur- 
ance, but really no different from you 
and me. 

In looking at the tools which were 
available to me in achieving that ob- 
jective, I felt there were three items 
of invaluable assistance. First, I rep- 
resented the finest company in the in- 
dustry today—a company made that 
way by leadership intent on giving the 
field man the best product possible is- 
sued by the best company possible. 
Two, I had a competitive line of prod- 
ucts made to sell—and I’d like to em- 
phasize MONY’s Module Operation in 
this respect. I say emphasize for two 
reasons. First, it has been a money- 
maker and second, to me it has been a 
prestige builder. As a young man I 
was constantly trying to build prestige 
and I have found this to be my an- 
swer. I found the word “pension,” 
with knowledge of the subject, to be 
a magic word that opened doors never 
before touchable. I was recognized as 
a specialist and corollary sales de- 
veloped beyond my greatest hopes. 

In addition to the company and its 
products, I found myself selling in a 
most favorable economic climate. Sales 
records are being made every day. The 
present month is almost always bigger 
than the previous one. More people 
are making more money than ever be- 
fore. Why shouldn’t I be selling more 
than ever before? Why shouldn’t I be 
getting my share of this expanding 
market? 

With these tools, I feel the chasm or 
gap no longer exists. It has been 
bridged by the people who have trav- 
eled the path before, by the people who 
have been responsible for developing 
the company and its products, by the 
people who I feel have really made 
great sacrifices for you and me. 

The bridge has been built. The 
chasm between Top Club and the 
Round Table has been spanned. It re- 
mains but for you and me, by getting 
our share of the market, by making 
use of all the products at hand, by 
capitalizing on this favorable econom- 
ic climate, by catching this vision of 
greater heights—the Round Table—to 
make use of this bridge and cross to 
the other side. 
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Mutual of New York's ‘Man of the 
Year’ a Woman: Mrs. Bettie Boyd 


NEW YORK—A group of life in- 
surance men, all of them top producers 
for Mutual of New York, decided that 
the best man among them was a wom- 
an. 

Her name is Mrs. Bettie Boyd. She 
comes from Troy, Ala., 40 miles south- 
east of Montgomery, where she has 
represented the company more than 40 
years. And in New York, before an 
audience of nearly 800 of her col- 
leagues who represent Mutual in every 
section of the United States and Can- 
ada, the lady from Alabama received 
the sterling silver cup awarded an- 
nually to the company’s “Man of the 
Year.” 

The cup is donated by past presi- 
dents of the National Field Club, an 
honor organization comprised of the 
company’s leading producers. The 
award is based on sales volume, serv- 
ice to policyholders and the communi- 
ty, value to the agency, and participa- 
tion in activities of the National Assn. 
of Life Underwriters. 


Mrs. Boyd and other members of 
Mutual’s field force were in New York 
City taking part in a business confer- 
ence with home office officials. As a 
young woman, she was married to a 
successful young dentist. They had 
three children, and the future of the 
family looked serene. 

But Dr. Boyd became seriously HL. 
In the five years he lingered in illnéss,; 
before he died, Bettie Boyd exhausted 
her personal inheritance and their own 
finances in her efforts to heal him and 
keep him alive. By the time of his 
death, there remained for her only a 
few dollars in the bank and a life in- 
surance policy that would give her $50 
a month. 

The income from insurance was not 
enough to keep her family together. 
What could she do? 

The insurance gave her an idea. Her 
husband’s policy had been with Mutual 
of New York, so she visited the nearest 
company office, 100 miles from her 
home, to ask if she could become an 
agent for the company. Her own des- 
titute position had convinced her that 
she should devote her life to telling 
the story of life insurance to others. 


The agency manager was appalled. 
It was unheard of in his territory at 
that time for a woman to be selling 
life insurance. 

Take in boarders, he advised her. 
But she said she hadn’t been taught 
how to cook. 

Take in sewing, he suggested next. 
But she hadn’t learned to sew. 

Become a teacher, a nurse, he pro- 
posed impatiently. Sorry, she an- 
nounced. She knew nothing about eith- 
er profession. 

The manager gave in. Reluctantly he 
brought out a contract, showed her 
where to sign it, handed her a rate- 
book and sent her on her way, confi- 
dent that he’d never hear from her 
again. 

Bettie Boyd went home, and found 
neither sympathy nor understanding 
among her family and friends. They, 
too, were appalled at the thought of 
her becoming a life insurance agent. 

Discounting them as prospects, Mrs. 
Boyd combed the rural areas, walking 
most of the time because she could not 
afford transportation. And there Mrs. 
Boyd preached her gospel of life in- 


surance, a story she well knew because 
she herself had had so little. 

The farmers listened. They listened 
to a story of security and insecurity 
that few salesmen had ever bothered 
to tell them before. They listened and 
they bought. And after them, their 
children and their grandchildren 
bought too. 

Steadily Mrs. Boyd climbed up Mu- 
tual’s sales ladder. By 1916 she qual- 
ified for the National Field Club, the 
first woman in Mutual’s southern ter- 
ritory to do so. For many years her 
sales of life insurance have averaged 
more than $500,000 annually. The na- 
tional quality award has been granted 
to her by the National Assn. of Life 
Underwriters every year since the 
awards began. Her 1956 production 
qualified her for membership in the 
Top Club Round Table, Mutual’s high- 
est honor group. All her business is in 
individual policies of relatively small 
amounts, without business insurance 
or group cases to swell her sales vol- 
ume. 

Mrs. Boyd’s fervor for her work goes 
beyond her own company. She was a 
charter member of the Montgomery 
Assn. of Life Underwriters, traveling 
50 miles regularly to participate in 
meetings and contribute the lessons of 
her experience to others in her busi- 
ness. And as her own home town grew, 
she helped organize a local life under- 
writers association there. Today she is 
a member of the board of directors. 

In community work, she’s active 
with the Women’s Missionary Society 
of the First Baptist Church. The 
United Appeal and other local fund 
raising drives always look to her for 
support and helpful suggestions. She is 
also a past president of her local Busi- 
ness & Professional Women’s Club. 

The award that Mrs. Boyd won 


Thinking Big Is No Longer Optional; 
You Either Move Up or Out: Durning 


Bigness ts the theme of today’s op- 
erations in every field and “thinking 
big” is vital to success, said Ronald B. 
Durning, manager for Mutual of New 
York in New York City, in his talk at 
the managers’ meeting during the com- 
pany’s national agency convention in 
New York City. 


By RONALD B. DURNING 


My part in today’s program deals 
with objectives and the necessity of 
setting them. Not just any objectives, 
but the goals that are the result of 
thinking big. The necessity of thinking 
big is possibly not fully appreciated 
from the standpoint of accomplishing 
big results. Perhaps you would indulge 
me a moment to go back to those days 
when my own goals were still being 
formulated. 








stands 20 inches high and is of typical 
loving cup design, with two handles. 
The trophy remains in the winner’s 
agency office until the next year’s 
winner is picked. A small replica of 
the cup is given the winner to keep in 
his or her personal possession. 

The names of the past presidents are 
inscribed on the cup. They are Jacob 
W. Shoul of Boston, Morris Largeman 
(deceased) of New York, Sam S. Her- 
witz of Cincinnati, J. Dudley Miller of 
Chicago, Louis J. Santamarie of Phila- 
delphia, Robert M. Hirsch, formerly 
with Mutual in Chicago, Cornelius J. 
McCole of Scranton, Emanuel A. Hy- 
man of Baltimore, Louis Meister of 
Hartford, Herman Lasker of St. Paul, 
William L. Porte of Denver, Marvin 
R. Robbins of Charlotte, Gordon Cor- 
yell of San Francisco, Jack W. Trigg of 
Birmingham, and Jacques Barr of Chi- 
cago. 





Mrs. Bettie M. Boyd of Troy, Ala., (second from left), designated as Mutual 





of New York’s “Field Underwriter of the Year,” accepts the silver loving cup 
symbolic of the award. Making the presentation is Jacob W. Shoul (right), 
president of the National Field Club, Mutual’s honor organization. Looking on 
are Fred Hardy, manager of the Montgomery agency, which Mrs. Boyd repre- 
sents in Troy, and Mrs. William Bromberg of Birmingham, a daughter of Mrs. 
Boyd. The presentation was made here during a business conference of 800 
top-ranking Mutual representatives from all parts of the U. S. and Canada. 


In 1948, a recent engineering college 
graduate, I found myself employed as 
an engineer in what was considered to 
be a progressive and well-managed 
public utilities company. In the course 
of training with this organization and 
in the first few months during which 
time I was an engineer representative 
of theirs, we were continuously coming 
upon problems the solutions of which 
did not fall under my responsibility. 4 
request for authority to do this or that 
was invariably put through the proper 
channels. 

After a lapse of several weeks we 
either got our recommendations back 
approved or disapproved. Finally there 
came a day when curiosity moved me 
to find out to whom these requests 
went and just who decided the “big” 
issues. Where did the decisions come 
from? The company that employed me 
was controlled by a large holding com- 
pany whose management resided in 
New York. Time and time again, upon 
inquiry, I was told this was important 
and would have to be resolved in New 
York. 

@ «+ e 

What proved to be the case in util- 
ities, was true of insurance. After en- 
tering the insurance business, I ran 
into problems; again the answers to 
the big ones were to be found in New 
York. In the back of my mind I began 
to associate bigness with that place 
where my agency is now located, and 
in April, 1953, I got my first look at 
New York in a business capacity. 

They say that visitors approaching 
the United States are impressed by 
the very size of things in New York 
and, as they travel west through this 
amazing country, the illusion of big- 
ness never disappears. As a training 
assistant, it seemed I lived with a 
traveling bag, an airline card, a map, 
and a growing appreciation of just how 
big this native land of mine really was, 
even when you covered it by air. The 
greatest thing of all were the people 
I met and all the successful people I 
met were thinking big, thoughts. 

e e e 

Bigness—the word began to be a 
part and parcel of my personal think- 
ing. Even on the home front, the con- 
cept of bigness continued to be im- 
pressed on my mind. I find myself now 
married seven years and with a sixth 
little Durning on the way. We are con- 
sidered a big family in a neighborhood 
of big families. 

As a newly appointed manager, I 
compared the size of my company, Mu- 
tual of New York, to that of other com- 
panies in our industry. I find us in the 
upper 1% of insurance companies based 
upon insurance in force. I find us in 
the upper one-half of 1% based on ac- 
cumulated assets. I find my industry 
a giant amongst giants in this very 
prosperous economy. Indeed, the reali- 
zation has spread far and wide that 
the insurance companies are about the 
biggest thing there is. 

But at this point I had to pull up 
short. I found that there was one link 
in which the “bigness” pattern broke 
down. I compared the size of my com- 
pany’s agencies with those of others. 
Then I examined our own leaders. 
Here again there were gaps. There was 
quite a gap between the leading agen- 
cy and the next in line. Why should 
this be? To me it seemed that it might 

(CONTINUED ON PAGE 19) 
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Mutual of New York’s National Conference of Field Representatives’ Honor Clubs at Waldorf-Astoria 





Insurance Like Any Other Product: 
Consumer Calls Signals, Says Hale 


NEW YORK—Stanton G. Hale, vice- 
president for sales, told Mutual of 
New York’s lead- 
ing agents and 
managers “it is 
imperative, in this 
discriminating and 
competitive world 
of the modern con- 
sumer, that we 
continue to devel- 
op products which 
meet the consum- 
er’s needs.” 

“Few people 
: buy yesterday’s 
Stanton G. Hale products,” he said. 
“That is true of automobiles, television 
sets, and women’s clothes, and it is 
affecting insurance more and more all 
the time.” 

As an example, Mr. Hale pointed to 
Mutual’s 1956 business, 75% of which 
was in new forms of personal insur- 
ance the company began to market 
within the past few years. 

Mr. Hale’s address brought to a close 
a series of business conferences be- 
tween home officials and top-ranking 
field people from all parts of the Unit- 
ed States and Canada. It was the com- 
pany’s first combined meeting of this 
kind in six years. 





os e e 

Mr. Hale’s remarks about product 
improvement followed announcements 
earlier in the week of a sweeping re- 
modeling of Mutual’s life insurance 
program, featured by “quantity dis- 
counts” that result in lower premiums 
for larger-size purchases. The new 
program, which became effective Mon- 
day, also includes a new retirement 
plan for women, which is tied to the 
recent change in the social security 
law; a new $25,000-minimum policy 
designed for business insurance pur- 
poses; a new employe benefit plan for 
businesses with five to 50 employes; 
improvements in the accidental death 
and waiver of premium provisions; and 
stronger emphasis on “MONY-Matic,” 
a method by which a policyholder can 
conveniently budget and pay premi- 
ums for all Mutual policies in his fam- 
ily once a month by pre-authorized 
bank check. 

Mr. Hale said that “while there may 
be no exact way to determine how 
important new products are to a com- 
pany’s growth, it is clear that failure 
to keep abreast of the times has been 
fatal, or nearly so, for many organiza- 
tions. 

“Witness the soap manufacturers 
who thought detergents were a pass- 
ing fad, and the canners watching their 
sales level off while frozen-food vol- 
ume goes skyrocketing upward. Retail 
appliance outlets have seen their mar- 
ket pulled out from under them by 
price-slashing discount houses, attract- 
ing Consumers en masse who are will- 
ing to sacrifice the niceties of service 
for the practical realities of price. 

“Downtown department stores have 
fought a delaying, and losing, battle 
against the rise of gigantic suburban 
shopping centers, and ‘Mom and Pop’ 
grocery stores have almost vanished 
_ the impact of modern supermar- 
ets. 

“All these illustrate graphically the 
results of failure to sense quickly and 
accurately changes in consumer psy- 
chology and habits. 

“No one likes change for change’s 


sake. But in the discriminating and 
competitive world of the modern con- 
sumer, it is imperative that we devel- 
op products which meet his needs.” 

Mr. Hale reminded the field force 
in attendance here that the competi- 
tion they confront in the field comes 
“not only from other insurance com- 
panies, but from the manufacturers of 
automobiles, appliances and clothes, 
and from the purveyors of bigger-and- 
better-vacation-packages on the in- 
stallment plan, 4-bedroom 3-bath 
houses, and the hundreds of comforts 
to which the American consumer has 
become accustomed.” 

Mutual’s new products, he said, have 
prepared the company and its sales 
force to meet competition for the con- 
sumer dollar. The recent creation of a 
market development division in the 
company, he added, is intended to keep 
products abreast or ahead of the times, 
and to bring insurance closer to the 
consumer through new techniques of 
marketing and purchasing. 

“Lengthening of our sights and de- 
termining long-range objectives,” Mr. 
Hale said, “become more imperative 
with every passing year, as the pace 
of the world constantly quickens under 
the impact of technological changes, 
booming population growth, and ever- 
changing patterns of living as our econ- 
omy moves steadily ahead.” 


Finds ‘Pension’ the Magic Word for 


Attaining the Top Club Round Table 


Frank F. Haack Jr. of Mutual of New 
York’s Milwaukee agency told the Top 
Club Round Table members at New 
York how he worked at boosting his 
production to achieve membership in 
the group by becoming a pension 'spe- 
cialist. 


By FRANK F. HAACK JR. 


Two years ago I was reading one of 
the insurance’ publications which 
stated that in the previous month over 
$20 billion of insurance was sold. I, 
quite frankly, said to myself—“Who 
the heck is selling all that life insur- 
ance.” It just so happened that my 
own paid-for, for the same month, 
amounted to $20,000. Have you ever 
put the figure $20 billion over the 
figure $20,000? If we cross out the 
zeros it gives us a comparison of 2 
million to 2. In other words, I was 
not getting my share of the market! 

I tried to look at it objectively— 
what was this gap between Top Club 
and the Round Table? What was nec- 
essary to bridge this apparent chasm 
which, from where I stood, seemed to 
be an uncrossable obstacle? Were the 
men qualifying for the Round Table 
truly that much better than I? What 
tools would I have to work with if I 
was to attain the objective? I read the 
list of Round Table members and I 
looked at them as you may do now. All 





Conference Told of New Agencies and 
District Offices Soon to Be Opened 


NEW YORK—Mutual of New York 
has made known plans for a sharp ex- 
pansion of its sales outlets. Announce- 
ment of the expansion followed news 
earlier in the week of sweeping 
changes in Mutual’s life insurance pro- 
gram. 

Effective about May 1, Mutual will 
establish a new managing agency in 
San Francisco and a district office in 
Santa Rosa, Cal.; a managing agency 
in Stamford, Conn.; and district offices 
in Amarillo, Austin and Beaumont, 
Tex. 

Stanton G. Hale, vice-president for 
sales, announced the expansion pro- 
gram to 800 top-ranking field person- 
nel participating here in a business 
conference with home office officials. 

The managing agencies will give 
Mutual a total of 115 such outlets 
throughout the United States and Can- 
ada, 14 of which have been established 
in the past 15 months. The new San 
Francisco unit—Mutual’s second in 
that city—and the Santa Rosa district 
office will provide the company with 
a total of 14 sales outlets in California. 

The four new district offices will 
make a total of 10 such units that Mu- 
tual has established in recent months. 
In Texas the company will have a to- 
tal of seven sales outlets, including 
existing managing agencies and the 
new district offices. 

Leonard Stiller, 38, has been ap- 
pointed manager of the new San Fran- 
cisco agency. He has been in the per- 
sonal insurance field in that area for 
the past six years, and since last No- 
vember has been at the home office for 
special managerial training. 

Philip H. Oxnam, 39, will become 
manager in Stamford. Mr. Oxnam, a 
former minister and air force chaplain, 
joined Mutual of New York in 1952 
as an agent in Schenectady. He ad- 


vanced to assistant manager at Albany 
in 1954, and a little more than a year 
later went to the home office. In Jan- 
uary, 1956, he was named director of 
market development, the post he has 
held until his assignment now to es- 
tablish'a new agency in Stamford. 

Mutual’s new district offices will be 
under the direction, respectively, of 
George A. Norwood, in Santa Rosa; 
Gilbert L. Muddell Jr., in Amarillo; 
Albert M. Madsen, in Austin, and 
Miles T. Tucker, in Beaumont. The 
appointees are veterans of field work 
in the personal insurance field and 
have been on the home office staff for 
the past several months undergoing 
special managerial training. 

Mr. Norwood, 43, joined the Oakland 
agency in 1947. He qualified for mem- 
bership in company honor groups and 
was appointed an assistant manager in 
1949. He was promoted to the home 
office training staff in 1956. He is a 
former teacher and athletic coach. 

Mr. Muddell, 46, has been in the 
personal insurance field since he com- 
pleted a tour of duty with the air force 
in 1945. He joined Mutual’s training 
staff last November, and is a graduate 
of the Southern Methodist university 
course. 

Mr. Madsen, 34, joined Mutual in 
the San Antonio agency in 1952. He 
was named assistant manager there 
in 1954, and last August he was pro- 
moted to the field training staff at the 
home office. He is a member of Mu- 
tual’s National Field Club. 

Mr. Tucker, 43, joined the Houston 
agency in 1951. He qualified for the 
National Field Club and became an 
assistant agency manager in 1952. He 
took the Southern Methodist university 
course. He has been a training assist- 
ant at the home office since August, 
1956. 





Frank F. Haack Jr., agent at Mil- 
waukee for Mutual of New York, is 
shown addressing the company’s bus- 
iness conference held in New York 


truly dedicated students of life insur- 
ance, but really no different from you 
and me. 

In looking at the tools which were 
available to me in achieving that ob- 
jective, I felt there were three items 
of invaluable assistance. First, I rep- 
resented the finest company in the in- 
dustry today—a company made that 
way by leadership intent on giving the 
field man the best product possible is- 
sued by the best company possible. 
Two, I had a competitive line of prod- 
ucts made to sell—and I’d like to em- 
phasize MONY’s Module Operation in 
this respect. I say emphasize for two 
reasons. First, it has been a money- 
maker and second, to me it has been a 
prestige builder. As a young man I 
was constantly trying to build prestige 
and I have found this to be my an- 
swer. I found the word “pension,” 
with knowledge of the subject, to be 
a magic word that opened doors never 
before touchable. I was recognized as 
a specialist and corollary sales de- 
veloped beyond my greatest hopes. 

In addition to the company and its 
products, I found myself selling in a 
most favorable economic climate. Sales 
records are being made every day. The 
present month is almost always bigger 
than the previous one. More people 
are making more money than ever be- 
fore. Why shouldn’t I be selling more 
than ever before? Why shouldn’t I be 
getting my share of this expanding 
market? 

With these tools, I feel the chasm or 
gap no longer exists. It has been 
bridged by the people who have trav- 
eled the path before, by the people who 
have been responsible for developing 
the company and its products, by the 
people who I feel have really made 
great sacrifices for you and me. 

The bridge has been built. The 
chasm between Top Club and the 
Round Table has been spanned. It re- 
mains but for you and me, by getting 
our share of the market, by making 
use of all the products at hand, by 
capitalizing on this favorable econom- 
ic climate, by catching this vision of 
greater heights—the Round Table—to 
make use of this bridge and cross to 
the other side. 
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THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, NEW YORK, N. Y. 


Life Insurance —Accident and Sickness —Hospitalization — 
Retirement Plans ...FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY offices are located throughout the United States and in Canada. 


MONY TODAY MEANS MONEY TOMORROW! 
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om whole series of new policies, Mutual Of N ew York 
offers you three great ideas in life insurance: 














1. A reduction in various premium rates! 


Starting right now, MONY reduces its premium means more insurance protection for your gross 
rates on “‘whole life’”’ plans, at adult ages, for pol- premium dollar. Dividends paid on such policies 
- icies with a face value of less than $5,000. This make the net cost less than the premium paid. 





2. Even lower rates on larger amounts of insurance! 


Starting right now,,on nearly all types of life in- rome ew much lees you pay... 
surance for individuals, MONY offers you dis- seneianeal Discount in 10: years’ in 20 years 
counts on bigger policies with face amounts of 

$5,000 to $10,000, and an even larger discount 








$ 5,000 $1.25 per $1,000 $ 62.50 $125.00 


when the policy is for $10,000 or more. You save, 7,000 1.25 per 1,000 87.50 175.00 
just as you save when you buy the larger-size 10,000 2.00 per 1,000 200.00 400.00 
packages at your grocery store. For examples of 15,000 2.00 per 1,000 | 300.00 600.00 

20,000 2.00 per 1,000 | 400.00 800.00 

















premium discounts, see table on right. 








3. A new easy way to pay! 


Starting right now, if you have a Regular Check- MONY-MATIC does it for you automatically! 





ing Account, you can arrange with many banks 
to have your monthly premium of $10 or more de- 
ducted. With this plan called ““MONY-MATIC” 
you don’t even have to write the check... 





Just as you budget other payments, now you can 
conveniently budget your insurance payments, 
and it will cost you less than the usual method of 
paying monthly premiums. 


The new plans, or certain features of them, may not yet be available in all states, 


FOR FURTHER 
INFORMATION 
CALL YOUR NEAREST 
MONY OFFICE! 
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Mutual of New York’s National Conference of Field Representatives’ Honor Clubs at Waldorf-Astoria 





Tells How He Mace Top Club Round 
Table After Only 4 Years in U.S. 


CURT THIELE 

Curt Thiele of the Richard E. Mver 
agency at New York told the Top Club 
Round Table meeting how he narrowly 
squeaked through before the deadline 
to attain membership in that group. 
His talk was given during the Mutual 
of New York field club convention at 
New York. 


names of other new people to call on. 
I actually had a problem in getting 
around to see those people I sold two 
or three years ago. But when I did, 
they were glad to see me. So I decided 
that I must get back to see more of 
them about additional insurance. With 
some of them, I found that I was sit- 
ting too long and enjoying their hos- 


Dramatization of Changes Draws Cheers 


(CONTINUED FROM PAGE 13) 





new program. News items for the 
home-town papers of agents, articles 
for the daily papers, insurance journals 
and other periodicals were prepared by 
the public relations division. Newspa- 
per and magazine editors, from key 
areas throughout the country, conduct- 
ed a press conference with Mutual of- 
ficials. 

The conference ran for five days. 


When I first came to this country in Pitality. If I was going to make the pirct of the field force to be on hand 


December, 1952, I did not dream that 
one day I would have the privilege of 
talking to the top producers of a great 
American company. 


Round Table, I had to cut down on so- 
cial visiting. 

Then, the company policyholders’ 
campaign in May proved to me what 


were the managers, who held a series 
of conferences early in the week with 
regional officers and home office exec- 
utives. Top Club Round Table mem- 


There is no doubt in my mind now I could do with my old policyholders bers and Top Club members were the 


that, if I qualified for the Top Club 


on repeat sales. I agreed to see 120 


next to arrive for special conferences 


Round Table, it is certainly open to policyholders during that campaign with Mutual’s officers and for discus- 


every MONY underwriter. 

I made the Top Club in 1954 and 
again in 1955. And I was satisfied with 
myself. Early in the spring of last year, 
however, my assistant manager in- 





Curt Thiele addressing the Top Club 
Round Table session at the Mutual of 
New York convention in New York 
City. 


vited several of us to an early morn- 
ing breakfast. He reminded us that we 
were candidates for TCRT. Up to this 
time, T hadn’t thought much about the 
Round Table at all. Now I felt that I 
wanted to make it. 

I talked with my manager and as- 
sistant manager. We all knew it was 
going to take more work than ever be- 
fore. 

I remembered what I had heard 
from a highly successful life insurance 
salesman at a meeting. He had said, 
“First buy a sufficient amount of life 
insurance yourself—even if you can’t 
afford it. Then no one can ever say to 
you, ‘I can’t afford it.’” You cannot 
sell a man $50,000 worth of insurance 
if you have only a small program your- 
self. So I bought more life insurance 
and converted my term riders. I got 
my own life insurance house in order. 

Then I started figuring how I could 
collect the balance of annual premi- 
ums. I found it was not too hard. Many 
of my countrymen are beginning to 
get ahead in our great new land. So 
from then on, I tried to get annual 
premiums with my applications. 

I always see about 100 people each 
month. During the October contest in 
1956. I saw over 200. But, I could see 
that I still had to work harder to sell 
more policies. It’s funny, but I don’t 
feel right if I don’t make at least a 
smal] sale before I go home each night. 
I saw many people. They gave me 


and I made many sales. 

In the middle of the year, we had a 
family misfortune. It upset both my 
wife and me and my production fell 
off. Soon, it was October and I was in 
a race with Al Soet of Vancouver and 
Matt Beasley of Richmond for paid 
applications. I wanted to make a fight 
of it but I didn’t know if I should con- 
centrate on number of cases or on sell- 
ing bigger cases. I decided to go after 
the numbers. Dick Myer always has 
his own contest for paid applications 
in October. Each underwriter tries to 
get an app for each day during the 
month—a total of 31. I just kept see- 
ing people and I managed to get 71 life 
and A&S applications during October. 
Things were looking a little better. 

But with only 19 days remaining in 
1956, I still needed more than $900 in 
first year commissions for TCRT mem- 
bership. I was so close, I could not 
stand the thought of not making it, 
especially with the little notes from 
my manager showing me sitting at the 
Table. 

I continued to see more people, 
night and day, Saturdays and Sundays. 
I got more applications and delivered 
the released policies. I had to collect 
premiums on 15 policies on the last 
day of the year. I did, and that is what 
put me over the top—I had qualified 
for TCRT! 

I have no magic formula to give you. 
I just decided to make it and worked 
hard. Now that I have made it, I ex- 
pect to keep on making it. And some 
day, I hope to make TCRT not on the 
last day of the year, but on the first, 
like our “Man of All Years,” Jake 
Shoul! 





Mutual Honors Long-Term 


Honor Group Members 

NEW YORK—Mutual of New York 
field representatives who are celebrat- 
ing this year quinquennial anniversar- 
ies of membership in company honor 
groups were honored here at the field 
men’s conference. 

Herman Lasker of St. Paul was hon- 
ored for his 30th year of qualification 
for company honor organizations. Four 
men received certificates from the 
board of trustees in recognition of hav- 
ing earned membership in company 
honor groups for 25 years. They are 
John H. Connor of St. Paul, Howard 
R. Dailey of Rochester, E. E. Helmer 
of Montgomery, and Lee White, of Ok- 
lahoma City. 

Membership in Mutual’s_ honor 
groups—National Field Club, Top Club, 
and Top Club Round Table—is based 
on high standards of production and 
service in life and A&S. 


sions on new trends in business insur- 
ance and other markets. 

By the third day, with the arrival 
of ‘Waldorf Qualifiers” from among 
the members of the National Field 
Club, the conference was in full force. 
Next morning the new program was 
announced. That afternoon the field 
group toured the home office and 
lunched in the cafeteria there. In the 
evening, following a dinner for the 
field people and officers, the past pres- 
idents of the company’s National Field 
Club named Mrs. Bettie M. Boyd, of 
the Montgomery, Ala., agency, to re- 
ceive the coveted silver cup as Mu- 
tual’s “Field Underwriter of the Year” 
for 1956. 

On the final day, there was another 
presentation through slides and dia- 


—, 


logue of ways for the field to use th 
multiple promotion, advertising, pub. 
licity and other sales aids that hag 
been created for the new products. The 
conference closed at noon with an aq. 
dress by Stanton G. Hale, vice-pregj. 
dent for sales. 

The week-long meeting, the firg 
time since the 1951 Houston meetj 
that Mutual had brought together aj 
its top producers in one location, was 
under the direction of Mr. Hale. Othe 
officers participating included Lewis 
W. Douglas and Louis W. Dawson, 
chairman and president, respectively: 
Roger Huli, executive vice-president; 
James B. McAfee and E. C. Danford, 
2nd vice-presidents; D. D. Briggs 
Frank B. Jackson, Leland T. Waggoner 
and Edward E. Waller, regional vice. 
presidents, and Robert U. Shallenberg. 
er, James S. Bingay and B. F. Gran- 
quist, superintendents of agencies. 

Also in New York City during the 
week were Mutual’s mortgage loan and 
farm loan supervisors, and represen- 
tatives of the policy payment division, 
They had separate sessions at the 
home office with their respective de- 
partment vice-presidents and _ partici- 
pated in some of the sessions at the 
Waldorf. 

Brokerage supervisors, group insur- 
ance specialists, and A&S specialists 
were here also for special department- 
al meetings in those fields, and for 
some of the Waldorf sessions. 








Agents Hear Salient Points of New Plans 
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premiums as explained earlier in this 
summary. 

Retirement annuity plans will also 
be issued to women to mature at age 
62. 

New Junior Expander Policys: Mu- 
tual’s new “Junior Expander” level- 
premium policy provides a simplified 
unit structure and _ slightly larger 
amounts of insurance before age 21, as 
compared to its present series. 

In the new policy, when the age at 
issue is 1 or older, each unit provides 
$1,050 insurance during the first year, 
increasing $50 a year to the policy an- 
niversary nearest age 21, when the in- 
surance amount expands to $2,500. 
For issues at age zero, the scale of in- 
surance per unit is the same except 
during the first six months of life 
when the amount is $300. A minimum 
of two units must be purchased. In 
policies issued for delivery in New 
York or Canada, modifications in 
benefits must be made to comply with 
statutory limits at the earlier ages. 

At age 21 the policy may be ex- 
changed for an endowment plan at a 
higher premium. Otherwise the pre- 
mium remains level and stops at age 
65, or sooner if dividends. are left with 
the company and applied under the 
paid-up provision. 

Waiver of premium and accidental 
death benefit provisions may be avail- 
able at additional cost. 

Any accidental death benefit pro- 
vision issued as part of the new “Jun- 
ior Expander” policy will be based on 
the full face amount in force at the 
time of death. 

Quantity discounts are applied to 
the premiums when at least five units 


are purchased, and there is an even 
larger discount when 10 or more units 
are purchased. 

The premium protection provision 
may also be had, at additional cost. 

Module “5-50” Plan: Mutual has de- 
veloped the “5-50” plan as the prac- 
tical solution to the needs of the small- 
er employer for a broad plan of insur- 
ance benefits on a “mass coverage” 
basis. 

It is available in most states to 
eligible groups of as few as five lives 
and to larger groups up to 50 lives. 

A wide choice of benefits includes 
the following: 

1. Basic Life Insurance Module—In- 
cludes accidental death benefit cover- 
age; allows a choice of 12 graded 
schedules in addition to a variety of 
flat amount plans with amounts of 
life insurance up to $10,000. The em- 
ployer may define employe classifica- 
tions (maximum of three classes) ei- 
ther by earnings or job titles. Benefit 
amount reduces to only one-half at 
age 65 and remains level thereafter. 

2. Disability Income Module—Al- 
lows a choice of eight graded sched- 
ules in addition to three flat amount 
plans. Employer may define classifica- 
tions as under the life insurance mod- 
ule. 

3. Hospital-Surgical-Polio Module— 
Allows a choice of plans on a reim- 
bursement basis in addition to the 
fixed benefit plans. 

4. Physician Expense-Diagnostic- 
Supplemental Accident Module—This 
is a new “Module,” available in con- 
junction with hospital-surgical-polio, 
to provide a well-rounded plan of cov- 
erage. 
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Thinking Big No Longer Optional: Durning 
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be easier to solve the problem by build- 
jing another big agency than it was to 
take the time to figure out why so 
many of our agencies stayed so small. 
My thoughts started revolving about 
crowing bigger. As an agency head, 
my personal vendetta was to take the 
leading agency—Dick Myer’s. The idea 
of matching his great operation stride 
py stride began to take hold of me. In- 
deed, I convinced myself that if I could 
stride—a step by giant step—with Dick 
Myer, then together, as agency heads, 
we could stride to greatness. Thus an 
unsuspecting, front-running Dick Myer 
became a part of those plans for big- 
ess. 

is But growth required more than for- 
lornly wishing for it. There came a 
time when these big dreams had to be 
pinned down with specific dates. Ac- 
tually, I found that I could undertake 
the physical act of writing down a 
dream. Suppose, for example, the 
dream was to have a $30 million agen- 
cy and that I wanted to have such an 
agency in exactly 10 years. Ten full 
years to have the whole job done. Ten 
years divided by 10 meant accomplish- 
ing 1/10 at a time. 

oe © e 

The years were divided and identi- 
fied with the acquisition of good men. 
It became a game of what comes first, 
the chicken or the egg. To develop good 
men in the agency we needed strong 
leadership from the agency manage- 
ment. In order to develop men for 
strong agency management, we had to 
get busy and recruit good field sales- 
men. Point by point, year by year, we 
reduced to writing, a “grand design,” 
of creating an agency of which my 
family, my company, and my industry 
would be proud. 

It seemed at this point that the un- 
mistakable key to all these dreams was 
manpower. Actually at this point it 
seemed that only one issue was vital 
for growth—manpower. Once the de- 
cision had been reached that manpow- 
er was the overwhelming factor of im- 
portance for growth it called for un- 
shakable resolution that no matter 
what events seem important, no mat- 
ter how pressing other affairs seem to 
be, there is no problem and no effort 
which could compare or replace the 
recruiting and developing of new man- 
power as top priority job for growth. 
If I was to “pay myself first” in use of 
my management time, then I could 
best pay myself by recruiting. Recruit- 
ing became our spot. 

e e e 


It is no longer a luxury to hink of 
“bigness.” The concept of “bigness” is 
necessary for growth and our competi- 
tive economy will no longer tolerate 
the fallacy of just holding your own. 
Holding your own is at best just stand- 
ing still. We find ourselves in a vigor- 
ous manpower shortage and I ask you, 
‘What good new man looking at our 
business for the first time wishes to 
associate himself with the small-timer, 
the “little” thinker? All around him he 
sees “bigness” and big activity. He is 
up-graded in his thinking through his 
environment and the absorption of the 


: bigness of today’s economy. 


If you want good men to work with 
you you will have to think big in order 
to keep your thinking in tune with 
theirs. Growth has become necessary 
for profit. The cost of producing a 
8 as big as a locomotive or as 
small as a life insurance contract has 


increased enormously. Inflation’s ef- 
fect on the cost of producing things 
and the incomes of those who produce 
them has been to make “big numbers” 
commonplace for every man. A busi- 
ness colossus in today’s economy is be- 
coming commonplace. Let your agent 
be a small thinker and he, too, will no 
longer be able to keep in tune with his 
prospect, for Mr. Prospect’s thoughts 
are growing up. 
e oe e 

Thinking big is necessary for sur- 
vival. The time has come when no 
company, no operation, no worth-while 
endeavor, can afford a pair of drag- 
ging feet. It is almost as though there 
is some compelling electricity in the 
air which moves every man to be a 
little bigger and little better than he 
was before. Finally, I would challenge 
the thinking that “we don’t care to 
make this company necessarily the 
biggest, but the best,” as rank com- 
promise. I personally see nothing in- 
compatible with being both the biggest 
and the best. A famous poet expressed 
this so movingly when he wrote, 
“Man’s reach must e’er exceed his 
grasp, else what is a heaven for.” On 
an earthly basis and as agency man- 
ager, we had better decide this today: 
Either we move up, or we will move 
out. 


Mutual of N. Y. Unlimbering Its Biggest 
Advertising, Sales Promotion Campaign 


NEW YORK—lIn the wake of a ser- 
ies of sweeping changes in its life in- 
surance policies, including the applica- 
tion of “quantity discounts” to pre- 
mium rates for larger policies, Mutual 
of New York is launching the heaviest 
advertising and sales promotion cam- 
paign in its history. 

Two-color double-page spreads in 
national magazines, full-page ads in 
trade journals and other periodicals, 
and 1,000-line advertisements in more 
than 100 daily newspapers throughout 
the country are features of this cam- 
paign. ; 

Ad reprints, colorful promotion, ma- 
terial, direct mail and on-the-spot 
sales material are among the bundle 
of items Mutual is offering its field 
force as ways to bring life insurance 
closer to the consumer. 

The company has adopted the theme 
“MONY Does It!” for its new cam- 
paign. Springboard for the campaign 
was the big field men’s convention, 
held in New York City. The program 
included specially prepared visuals to 
tie in with the announcement of the 
products, and a slide film production 
on the advertising and sales promo- 
tion campaign. 

The sales promotion campaign in- 
cludes multi-colored brochures, fold- 


ers, illustration books, proposal sheets 
—sales aids of all types—prepared to 
assist the agent in telling his story. 
Assembled in a large kit displaying 
the “MONY Does It” slogan, the items 
are earmarked for pre-approach mail- 
ing, to be used in conjunction with the 
interview or as post-interview con- 
vincers. ; 

In all, more than 25 pieces directed 
to the public and designed for local 
agency distribution have been devel- 
oped, ranging from simple one-fold 
copy, small size, to 48-page books 
which act as on-the-spot proposals 
during the interview. This innovation 
will be a valuable time-saver for the 
agent in developing his prospect’s 
needs. 

Three 48-page books of this type have 
been prepared, based on specific pol- 
icies. Pockets in these books hold sales 
brochures, pre-approach folders and 
sales tracks pertaining to the particu- 
lar policy—in effect, kits within kits. 

A program of follow-up sales aids 
will help to sustain interest aroused 
by the initial over-all announcement 
that “MONY Does It.” Direct mail, 
sales talks, special rate cards, etc., will 
be designed for such purposes. 

Benton & Bowles is the company’s 
advertising agency. 








Discuss Efforts to Improve Tax Status 
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Mr. Hull said that while there will 
be tremendous pressure from agents’ 
organizations, if a limit is enacted in 
New York it will probably be higher 
than the $40,000 top in the 20/40 group 
formula. He opined that it would prob- 
ably be in terms of a multiple of sala- 
ry, “but we believe basic sound stand- 
ards of underwriting will govern.” 


Asked whether Mutual’s new pre- 
mium gradation plan would be applied 
retroactively to old _ policyholders, 
President Dawson said that when all 
this existing business was sold every- 
body came in as members of the same 
class, regardless of the amount of in- 
surance they were purchasing. He said 
that if the company were now to 
change the rules and give the large 
policies a bigger dividend it would be 
necessary to take it away from the 
smaller ones. 

“It is a matter of law and equity,” 
he said. “That is the way it should be 
handled. We are very confident of 
that.” 

John Piper of the San Francisco 
News wanted to know what the out- 
look was for the sale of variable an- 
nuities. 


Mr. Dawson pointed out that Pru- 
dential has been trying to get enabling 
legislation in New Jersey but Metro- 
politan Life opposes this. The bills 
have been passed by the lower house 
of the New Jersey legislature and Mr. 
Dawson said it is his opinion that if 
New Jersey enacts this legislation it 
will break the variable annuity log jam 
because if Prudential gets authoriza- 
tion to write variable annuities there 
will be others going along rather than 
leaving the field exclusively to Pru- 
dential. 

Mr. Dawson said that New York 
domiciled companies are stymied be- 
cause the Metropolitan opposes varia- 
ble annuity and when there is a divi- 








sion among the domestic companies it 
is difficult to get legislation of this 
character. Mr. Dawson recalled that 
Mutual Life is on record as favoring 
experimentation with the variable an- 
nuity to see whether it is something 
the public appears to want. If life 
companies are allowed to sell it, then 
time will tell if there is a good demand 
for this type of annuity. Mr. Dawson 
recalled that he personally supported 
the Prudential bills at the hearing in 
Trenton last year before a committee 
of the New Jersey senate. 


Waldo Russell of the Pittsburgh 
Press wondered if the addition of the 
newly announced policies and the 
“cheaper by the dozen” principle would 
not make Mutual’s product picture 
more confusing to the public. 

Stanton G. Hale, vice-president for 
sales, said the additional changes that 
were announced at the meeting in- 
crease the need for Mutual agents to 
be better equipped than before. The 
need for serving the buyer is very 
great and the company has stepped up 
its training program so that when an 
agent sits down with a prospect he 
will need to go into his situation and 
will have more to choose from in pre- 
scribing for his situation. Mutual also 
believes that with the addition of its 
new policies and graded premium plan 
it can reach more segments of the 
market and offer them more than ever 
before. Mr. Hale said the company has 
found that different markets have dif- 
ferent characteristics. 

Asked how the new rates will affect 
agents’ earnings, Executive Vice-pres- 
ident Roger Hull said the company is 
making some changes in its compensa- 
tion plan so as to put a little more 
emphasis on first-year commissions 
but total commission payment will be 
about the same. As respects the quan- 
tity discount feature which goes into 
effect on every type of policy from 
now on, the company believes that it 


will cause an upgrading of average 
sale size for the entire sales force and 
that the average policy sold will be so 
much greater that the net result will 
be that the agent comes out better 
than before. 

Herbert Paul of the Minneapolis Star 
& Tribune asked about investment 
returns. Mr. Dawson said that thus far 
in 1957 the company has been earning 
4.90% net after expenses but before 
federal taxes. This is on the entire 
portfolio. On securities, the return has 
been between 5 and 5%% while on 
mortgages the return is about 4.80%. 

Mr. Paul also wanted to know 
whether Mutual is going to issue a 
“family” policy. Mr. Hull said the com- 
pany still has this under study. 

Another of the daily paper represen- 
tatives asked how the company 
achieved cost reductions over the years 
that could be reflected in the price of 
the product. 

e e * 

Mr. Dawson said the company has 
bettered its cost structure and has 
passed the savings along to the policy- 
holders in the form of dividends but 
it can do even better if it can increase 
its new business from, say, $500 mil- 
lion to $750 million because it will im- 
prove the unit cost situation. If the 
company can increase its business it 
can give additional services to policy- 
holders and still reduce its costs. 

However, the company is not count- 
ing on that so much as it is on the 
results of research of the last 10 years. 
For example, this has shown consumer 
credit companies to be a good invest- 
ment channel. 

Another development is more “selec- 
tion at the source” by agents, who are 
trained in sending in good risks and 
thereby getting better than average 
mortality. ‘ 

The press conference luncheon was 
attended by about 40 representatives 
of the insurance papers, daily papers, 
wire services and national news mag- 
azines. 

Clifford B. Reeves, vice-president 
for public relations, acted as master of 
ceremonies at the press conference. 
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‘Step Licensing’ vs Classroom Study 


New York state is checking into the 
adequacy of its examination and other 
requirements for life and A&S agents’ 
licenses. This poses some problems for 
the business, primarily of course in 
New York, but because of the tendency 
of many states to be guided by New 
York’s actions the re-evaluation pro- 
cess now going on in New York is of 
far more than state-wide interest. 

The big cause for concern is a pro- 
posal, from departmental technicians, 
that before being permitted to take the 
examination an applicant must have 
had 90 hours of classroom work. Class- 
room work is already a prerequisite 
for brokers and agents selling general 
lines of insurance. This leaves life and 
A&S rather conspicuous for their lack 
of prelicensing requirements. 

However, there are differences be- 
tween the life and A&S business on the 
one hand and general insurance lines 
on the other that make a direct com- 
parison quite inappropriate. It would 
seem that there must be better ways 
of improving the license situation, 
ways that would not have the obvious 
drawbacks of the classroom require- 
ment. 


The New York department’s advi- 


sory boards on life insurance examina-_ 


tions and on A&S examinations have 
been asked by Superintendent Holz of 
New York to explore further the ade- 
quacy of the present requirements for 
qualification and licensing of agents in 
these fields. A subcommittee of the 
life board, headed by Frank B. Al- 
berts, general agent of Aetna Life at 
Rochester, has studied the suggestion 
for 90 hours of classroom study but has 
concluded that this did not offer a 
solution for the life insurance candidate 
because his ability to serve the public 
well should be more than a matter of 
information. 

The life insurance business, accord- 
ing to the life board, seeks the integra- 
tion of knowledge in such a manner 
that the agent may impart it to his 
client in a useful and effective way. 
This characteristic could not be ascer- 
tained in the classroom but only 
through the opportunity of testing his 
knowledge with some experience. The 
board is of the opinion that experience 
is more valuable than a course of study 
and for this reason the board has set 
about to find some way it could be 
made a requirement for licensing, such 
as the certified public accountants and 
medical doctors use in the apprentice- 
ship and interning systems. 

The board did not specify what form 
such an apprenticeship system might 
take but the subcommittee has cur- 
rently under consideration a system 
under which a new agent would be 
licensed just as he is now but that after 
having been in the business for, say, 
18 months he would be required to take 
a second and much more searching 
examination based on his experience 
in the field and what he had been 
taught in his agency. 

Mr. Holz is understood to object to 
this plan. His objections are based on 
a belief that it is unjust to bar a man 


from selling at the end of 18 months 
merely because he has not taken the 
more advanced examination or has 
taken it and failed. A former specialist 
in real estate law, Mr. Holz pointed 
out that a man selling real estate gets 
a sort of junior-grade license and then 
after he has had experience can go on 
and qualify for a more advanced type 
of license that permits him to do 
things that the apprentice type of li- 
cense does not permit. However, the 
right to operate under the more ele- 
mentary type of license cannot be tak- 
en away from the man as long as he 
behaves himself. 

It would obviously be difficult to 
transfer this system to life insurance 
agents. Paying the novice agent a low- 
er rate of commission, so that he would 
have an incentive to become a “senior” 
agent as soon as possible, would be a 
poor solution because the new agent 
needs the highest rate of commission 
per $1,000 if he is to have a chance to 
survive. 

Various other limitations might be 
put upon the “tenderfoot” agent to 
give him an incentive to become a 
full-fledged operator but they seem to 
have drawbacks. For example, there 
might be a requirement that a “ten- 
derfoot” agent could sell only in com- 
pany with a licensed agent, supervisor, 
manager or general agent. But this 
would be a decided nuisance for all 
concerned. : 

One of the valuable by-products of 
a step licensing system would be that 
agents who dropped out of the busi- 
ness before getting the advanced li- 
cense would automatically remove 
themselves from the ranks of licensed 
agents. As things are now, there is a 
great and growing army of ex-agents 
who, because of the law’s permanent 
licensing provisions, can legally write 
a case any time one might come their 
way. A former agent now in a totally 
different line of business could readily 
grab off a case here and there in his 
office or plant to the detriment of the 
full-time insurance man who worked 
it up. In not too many years New York 
state will be knee-deep in former life 
and A&S agents, each of them a minor 
but annoying threat to business being 
produced in regular channels. 

The Alberts subcommittee of the 
advisory board on life insurance ex- 
aminations seems to us to be correct 
in its conclusions that the 90-hour 
classroom study requirement is inap- 
propriate for prospective life and A&S 
agents. The novice agent in this field 
is usually limited by his boss to very 
simple presentation. Moreover, he is 
primarily trying to sell something 
rather than to analyze a possibly com- 
plicated insurance situation. It is quite 
possible to sell a prospect a life 
and/or A&S package without getting 
into the intricacies of the coverages at 
all. 

Compare this process with answer- 
ing the questions of a man who wants 
to rearrange his automobile, house- 
hold, or contents coverages. A novice 
agent could sell the wrong kind of 


automobile or household insurance ¢q, 
erage and leave serious gaps with 
knowing it. But it could be stated q 
most without exception that the a 
who sells a life or A&S contract ; 
helping the buyer and probably pp, 
viding him with protection that 
wouldn’t have had otherwise. 

True, a more experienced agey 
would doubtless have done a betty 
job of programming but it can almo 
be said that nobody ever made a ba 
purchase of either life or A&S. Eva 
if he could have done better, he q 
least has something to tide him oye 
until another more expert agent come 
along or until the inexperienced agey 
gets to be an expert. 

Even if there should be cases wher 
lack of experience is a handicap to; 
new agent, the fact that he had a 
incentive for preparing himself for th 
more advanced examinations looming 
ahead would keep these cases to , 
minimum. The new agent would 
improving himself all the time, prob. 
ably even more than he does now. 

Whether the step licensing system 
is adopted or not, something needs t 
be done about the steadily increasing 
number of licensees who are no longer 
in the life insurance business but are 
ready to pop back into it to snag a 
occasional case. One means that sug. 
gests itself is an experience continuity 
requirement. For example, the law 
might specify that an agent’s license 
would be cancelled if he had not sold 
a stipulated number of cases during 
the previous year or six months, Un- 
fortunately, there seems to be quite a 
dearth of precedents on which to base 
an opinion of the constitutionality of 
such a requirement. 

What complicates the situation, of 
course, is that the license just runs on 
and on. Some years. ago, before the 
present permanent license plan was 
put in the law, the agent’s license had 
to be renewed each year. Normally, a 
company would not request a license 
for an agent who had not done at least 
a specified minimum of business dur- 
ing the previous year. This took care 
of the situation quite well, because 
most agents who had gone out of the 
business had no interest in keeping up 
their licenses. While it undoubtedly 
happened, in a few cases, that an ex- 
agent would get himself relicensed if 
he happened across a case he could 
have for the asking, the trouble of tak- 
ing an examination acted as a good 
deterrent. 

Of course, one of the big objectives 
for the state in getting the permanent 
licensing system was to avoid the ai- 
nual flood of paper work that the in- 
surance department formerly had to 
do in renewing licenses. There would 
be strong opposition to reinstating the 
old system but it would seem that 
issuing licenses good for only two o 
three years would not be too onerous. 
The 3-year system is used in New 
York for drivers licenses. A 3-year 
or 2-year license would not be as ef- 
fective as an annually renewable l- 
cense in holding down the number of 
ex-agents but at least it would prevent 
the total of former agents whose skills 
have grown rusty from reaching such 
appalling proportions as they inevita- 
bly will under the present system. 
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Ps with 
"teil ~—- PERSON 
t the ag 
contract ; 
bably pry pr. Frank A. Warner, vice-president 
m that and medical director of John Hancock, 
h has been appointed consulting assist- 
ced agen ant in medicine at Massachusetts Eye 
> a bette & Ear infirmary. 
can almos§ Robert C. McQueen, newly appointed 
ade a baj director of group j 
\&S. Eve, insurance of Mu- 
ter, he af tual Benefit Life, 
him ove has been group 
ent comep actuary Union 
ace entral and previ- 
dagen pc was mathe- 
matician of Equit- 
Ses wher§ sple Society. He is 
licap to, a fellow of Society 
e had mf of Actuaries and 
elf for th g member of In- 
S loomi rational Con- 
aSeS P. ps of Actuaries. R. C. McQueen 
would fe Chairman Alfred MacArthur of Cen- 
Me, Prob-E tral Standard Life was in New York to 
nate attend a private preview of the film, 
S systen| The Young Stranger, in which his 
‘B nephew, James MacArthur, stars. 
newt James MacArthur is the son of the 
nereasingf jate Charles MacArthur, the play- 
no longer f wright, and Mrs. MacArthur, who is 
s but are} Helen Hayes, the stage star. 
snag @ §. Russell Bridges Jr., president of 
that SUs-F piedmont Life of Atlanta, has been 
continuity f elected to the board of Reinsurance 
the law— Corp. of New York. 
S license Dwight E. Redd, named manager of 
not sold — Mutual of New 
S during : York at Madison, 
ths, Un- Wis., has been re- 
2 quite a ceiving managerial 
1 to base training at the 
nality of home office since 
October. He was in 
; sales promotion 
ation, of work before join- 
-Tuns on ing Mutual at 
fore the Cleveland in 1948. 
lan was He was named as- 
ense had sistant manager in 
mally, a D. E. Redd 1953. 
1 license} Commissioner McConnell of Califor- 
at least} nia has been appointed a member of 
ess dur-} the nuclear energy insurance commit- 
0k care} tee of the law section of American Bar 
because | Assn. He also is a member of the Na- 
t of the| tional Assn. of Insurance Commis- 
ping up sioners’ committee studying that sub- 
ubtedly | Jet: 
; an eX- Arthur Goerlich, dean of the insur- 
ensed if} ance school of Insurance Society of 
e could} New York, is recuperating from injur- 
of tak- ies suffered when he was struck by an 
a good automobile while crossing a street near 
his home in New York City. 
jectives E. W. Egan, Sioux City, Ia. agent 
manent for Northwestern Mutual Life, defied 
the ai- tradition on his 25th anniversary with 
: the company by being host at a dinner 
the in-| instead of the usual “guest of honor.” 
had t0} Mr, Egan entertained 150 leading bus- 
- would} iness and professional people at a 
ing the] dinner, including his clients and larger 
m that} Dolicyholders. Edmund _ Fitzgerald, 
two or} President of Northwestern Mutual, and 
neat William B. Minehan, company secre- 
tary, were present and spoke at the 
no NeW! dinner. 
pice Richard Wickenhauser, brokerage 
Je I- Supervisor at the St. Louis branch of 
ble New York Life, spoke on “The World 
aber of} Is Full of Actors” at a luncheon meet- 
prevent | ing of the Scottish Rite Club of St. 
e skills} Louis. 
g such; == 
nevita- yeaa Plain Life of Rocky Mount, 
zs — has declared a 5% stock divi- 








JACK FROST, 53, manager for sev- 
eral years at Austin, Tex., for Ameri- 
can Hospital & Life and more recently 
a personal producer for the company, 
died after an illness of several months 
with leukemia. 


DR. WILLIAM M.-GENTHNER, 58, 
medical director of-Continental Amer- 
ican Life, died of a heart ailment in 
Delaware hospital, Wilmington. 


SHERWOOD L. ADAMS, 44, actu- 
ary in the California department, died 
at his home in Downey, Cal., following 
a heart attack. Before joining the de- 
partment he was with New England 
Life, and Massachusetts Mutual. 


SIDNEY B. REYNOLDS, general 
agent for Occidental Life of California 
since 1947 and in insurance for 44 
years in Canada, died at Toronto. 


GEORGE COOK, associate regional 
group manager at Toronto for Occiden- 
tal Life, died of a heart attack. He 
joined Occidental in 1950 as regional 
group supervisor and was instrumental 
in the development of the group bus- 
iness in the Toronto territory. 


LEO J. TREANOR, former executive 
vice-president of Michigan Life and 
former chief examiner of the Mich- 
igan department, died in Detroit. Mr. 
Treanor, 69, had been ill for some time 
and his retirement from Michigan 
Life was occassioned by ill health. He 
served on the department examining 
force during the commissionership of 
the late L. T. Hands, and became as- 
sociated with Michigan Life when the 
late Alex J. Groesbeck, former gover- 
nor, became president of that company 
after leaving the governor’s office. 


E. H. CASON, 84, agent for Union 
Central Life at Memphis, died in 
Greenville, Miss. He joined the com- 
pany in 1919. 


HAROLD A. GORDON, 48, who re- 
tired in October as general agent of 
Fidelity Mutual Life at Cleveland, 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
























135 8S. La Salle St., Chicago, April 9, 1957 
Previous Current 
Week’s Bid Bid Asked 
Aetna Life sce 175 180 183 
Beneficial Standard .......... 17% 17 17% 
Cal.-Western States ........ 86 85 87 
Colonial Life  ......... 9212 92% 95 
Columbian National ......... 78 79 81 
Commonwealth Life ........ 2012 2012 21 
Connecticut General ........ 240 240 244 
Continental Assurance .... 113 111 113 
Franklin Life... 91% 9012 9214 
Great Southern Life ... 76 76 80 
GRE Be cask ccscresecnesatssassicoss 25% 25% 26 
Jefferson Standard .......... 8542 86 87% 
Kansas City Life ................ 1120 1120 1140 
Life & Casualty ................ 21 21 22 
Life Insurance Investors 13% 13% 14% 
Life of Virginia ................ 97 964 99 
Lincoln National .. 196 200 205 
National L. & A. .. . 84% 84 85 
North American, Il. ........ 18% 18% 1914 
N.W. National Life 88 91 
Ohio State Life ...... 265 275 
Old Line Life .......... 67 60 
Republic Natl. Life ......... 38 38 39 
Southland Life ................ 81 81 84 
Southwestern Life ............ 91 91 94 
TRAVOLEES: ccscsccsicccccccccscscesessces 80% 80 81 
WR BUD acl assetideccekiccssice 22 22 23 
ee BRS cccerccsahcccestisecciccssse 26% 26 26% 
West Coast Life ................ 46 46% 472 


Wisconsin National 


died after a long illness. He joined the 
company as supervisor at Pittsburgh 
in 1944 and was named general agent 
at Cleveland in 1947. He was a CLU. 


EDGAR W. HENDRIX, 31, super- 
visor for Equitable Society at Dallas, 
died. He had been service supervisor 
of the group annuities department for 
four years. 


JACK LAUER, 69, agent for Union 
Central Life and a former chairman 
of the Million Dollar Round Table, 
died of a heart attack in Cincinnati. 
He was a life member of MDRT and 
a qualifying member in all but four 
years since that top producers organ- 
ization was formed in 1927. He was 
MDRT natioinal chairman in 1938. 
Mr. Lauer was also past president of 
Cincinnati Life Underwriters Assn. 








Madison (Wis.) CLUs Elect 


New officers of the Madison, Wis., 
CLU chapter are L. J. Meinhardt, 
Northwestern Mutual Life, president; 
William R. Lund, Occidental Life of 
California, vice-president, and Edward 
N. De Groot, Penn Mutual, educational 
chairman. 





Loyal Protective Life has received 
a bronze plaque from united commun- 
ity services of greater Boston for the 
highest average per-capita contribu- 
tion by all businesses in its class to 
the community chest. Loyal’s per- 


capita gift was $15.56, with 95% of 


the home office employes contributing. 
Shown receiving the outstanding citi- 
zenship award from H. C. Welch (left) 
of united community services, are Pres- 
ident John M. Powell (right) and 
Ralph Parker, senior underwriter, 
chairman of the drive at the home of- 
fice. 
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. BERT CHAN WA* 

_, United Investment Co. 

Honolulu, Hawaii 
$3,088,670 


e Attractive 
sales easier 














J. D. ANDERSON 
Agency Vice President 
1805 Douglas Street 
Omaha 2, Nebraska 











The Men with The Guarantee 


20 Agencies Write 
Million-Dollars-Plus 


Minneapolis, Minn. 


This sales growth of Guarantee General 
Agencies reflects the benefits of a sound agency- 
building program. The Guarantee provides its 
agencies with: © Prompt, complete home office 
service © Outstanding field training programs 


Two new financing programs ¢ The Guarantee’s 
liberal 5-Star Contract ¢ A new pension plan. 


*Received plaques for outstanding agency development in’ 56. 


"Guarantee | 


Guarantee 


MUTUAL LIFE COMPANY 


er = R 






GOING PLACES=- 


: Talse a The Guarantee Salutes These Top General Agencies 
$3,508,542 J. V. CLEVENGER, CLU* _—_B. R. GADD 
ss Fort Wayne, Ind. Lincoln, Nebr. é 
A. NOVARA C. A. STORY . 
Detroit, Mich. Sidney, Nebr. 
E. D. STEMSRUD 


& € 
D. G. HINKLE i 
Grand Island, Nebr. E 


J. LIFSITZ R. O. KIPLINGER, CLU 
Akron, Ohio Omaha Agency 
B. S. GORFAINE F. R. FLINDERS 
: Los Angeles, Calif. Burbank, Calif. Fe 
E. J. KNUTSON* J. N. OSTERUD, CLU B. J. MAJORS 4 
Portland, Oregon Spring Valley, Minn. Fargo, North Dakota 4 
$3,469,486 F. D. SAVAGE N. P. SMITH iB 
. Dallas, Texas Lawton, Okla. 
R. J. ROTTHAUS * F. A. McCDONNA 
Greeley, Colo. Bismarck, North Dakota ‘ 


E. E. FINDEISS . 
Wichita, Kansas S 












sales packages that make closing 
¢ A complete line of insurance ¢ 
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The Colonial Life 


Insurance Company of America 
Home Office: East Orange, New Jersey 


















A CAREER OPPORTUNITY 
for building YOUR OWN Agency 
with 
WISCONSIN 
NATIONAL LIFE 


ad ies - 
ae. er 


Wisconsin National Life’s expansion program offers YOU an 
inspiring opportunity to be a GENERAL AGENT. 


OPPORTUNITIES available in Wisconsin — Michigan — Illinois 
— Indiana — Minnesota. 







WNL is a medium sized aggressive company and offers a 
variety of Life and Accident and Sickness coverages, adequate 
territory and help in recruiting and financing new agents. 
WNL is the right size Company — large enough for recognition 
and prestige — small enough to recognize success. 

whi wire or phone in complete confidence E. H. Metz, CLU, 
Vice-President, Director of Agencies 
















WISCONSIN NATIONAL LIFE 
INSURANCE COMPANY 


OSHKOSH, WISCONSIN 
— Founded 1908 — 








Ind. ‘56 Ne 


(CONTINUED FROM 


Midstates Life .. 


Midwestern United 


Ministers Life . 
Minn. Mut. 


Mt. Vernon 





Monumental 


Monarch Life .... 





Mut. Benefit 


Mutual Trust 
Nat. Farm. Un. . 
Nat. Fidelity 
Nat. L&A 


Natl. 
Nat. Reserve 
Nat. Home L. 


Nat. Life, Ia. 
Nat’l Travelers 


Nat. Bankers .. 
Nat. Guardian ... 
Nationwide Life 


New Eng. Mut. ................. 


N. Y. Life 


No. Am. Assur. . 


No. Am. Life ... 
No. Am. L&C . 
North Central 


Northern Life, Seattle as 
(G) 


N.W. Nat. 


Northwestern Mut. 


Occidental, Cal. . 


Ohio Natl. 
Ohio State 


Old Equity 
Old Line Life 
Old Republic 


Pacific Mut. 


TE PIE ccsisstiens 
Paul Revere 
Patriot Life 


Peoples Life 


Penn. Mut. 
Phila. Life 


Phoenix Mut. 
Pilgrim Life ... 
Pioneer Life ... 
Postal Life 
Prov. L&A, Tenn. 


Provident Mut. .............. 


Prudence 
Prudential 


Pyramid Life, K.C. 


Quaker City Life 
Ranchers Life 
Reliance Mut. 
Reserve Life 


Rep. Natl. 
Rockford Life 


Rural Bankers 

Rushmore Mut. 
Samaritan 
Security Bene 
Security Mut. 


Security L&A 


Self Help 
State Life 
State Security 
State Mut. 


State Farm 
Standard Life 


Stuyvesant 
Sun Life, Md. 


Sun Life, Canada 
Superior Life ...... 
Sup. Liberty 


Teachers Protective 


Travelers 


Unified Reserve 
United of Am. 


United Ben. 
United Home Life 


United Ser. Life .. 
Union Bankers 













Security Life 





























In Force Totals Shown 





w Business, 
PAGE 11) 
New Business’ In Force 
$ $ 
ee em 20,561,630 14,863,416 
... 19,720,569 75,894,238 
(G) 5,376,819 13,051,400 
1,637,144 
ies 27,259,768 
G) 13,299,700 










23, 669, 414 
20,991,035 


Mutual of N.Y. ...... 


Mutual Savings. ........... 














27,239,196 
2,000 
342,295 
2,113,351 
2,335,921 
769,473 
57,691,515 
—1,338,780 
180,718,782 
23,054,062 


3,662 


22,614,174 
6,408,225 
320,565,525 
35,751,685 
21,591,185 
15,172,831 
29,453 
16,427,717 


38,814,544 
104,359,033 
20,977,007 
13,425,047 


debs eaeenese 1, 887, 072 


~(G) 313,580 


68,081,044 
2,909,281 
72,512,488 
1,568,927 
21,518 
38,020,038 


13,967,963 
24,364,198 
28,690 
919,886 
982,250,702 
365,108,733 
287,556,823 
9 


(G) 53, 086, 464 
(I) 11,964,591 








wusonseoeese 8500 


33,079, 639 
13,392,726 


38,137, 236 
29,148,288 


776, 788 


76,194,187 
412,991,209 





sasceabeee 4,014,831 33,382,129 
156,500 1,382,037 
390,201 230,278 














| Destined to be part 
i of every executive's | 


' ingurance program! | 
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TO *20,000 or *40,000 


of group life insurance 


for 10 LIVES or MORE 


Realistic amounts of group life 
insurance at standard group rates 
—here is true incentive for every 
employer and his executives, 
Even more —your group life 
clients get ample coverage from 
one plan—one company—and that 
means simplified administration 
and lower costs all around. Get 
the facts on MODEL GROUP today. 


e Standard Group Rates 


e Waiver of Premium in event 


of Total Disability 
e Conversion Privilege 
e No Medical Examinations 
e Group Underwriting 


eo 24 Hour AD & D Coverage 
for non-hazardous groups 
be included up to 50% 

of the life amount—maximum 


$20,000. 


Get all the facts on MODEL 


GROUP today. Contact yo 


United States Life General Agent 


or group Office for details. 


*in states where permitted 


Another first from the company 
that made “Baby Group” famous! 


BANK LOANS 
ON VESTED 


RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 


GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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day. 
No Mutual Benefit Life man feels 

weet he’s really doing his job until he 
knows his clients are fitted “all over.” 
That means planning insurance 

s that meets tomorrow’s needs as well 
as today’s and at the same time fits 

rage incomes that are often modest. 

Ups Naturally it requires more training, 

ae more thinking, more serving. 


But it’s a major reason why 

Mutual Benefit Life men like 

DEL Edwin H. Goranson, Jr. of 

our Nashua, N. H., satisfv their clients 
gent socompletely and build themselves 
such desirable careers. 


any 
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Insurance Company, Newark, N. J. 








New Bu: ness) In ce 


$ 
42,702,032 
9,037,219 





Union, Chicago  ........... 60,500 905 





Union Labor... 
We: a) secetccitccres 516,899 2,834,347 


Union Nat. ..........cccccccccceee 2,000 2,000 
ERR a accsiscccsesecentuioee 824,350 1,095,850 






























Victory Mut. nee 595,009 2,325,717 
Volunteer State ........... 6,000 466,930 

(G) 3,742,582 3,950,371 
Wabash Life  ........eee 4,756,092 13,901,007 





Wash. Natl.  .........ccccccsssrese 2,666,060 15,053,150 


Seethionmeie cai 





~ BANKERS LIFE 
OF NEBRASKA 


announces 
its new 





( 
Western & Southern ... 
(G 4,241,057 
229,556,837 
17,680,276 
13,684,771 





Wis. Natl. ......... 
Woodmen A&L 








World, Omaha 
(G) 813,159 1,616,227 


Total Ord. ’56_ ........0. 1,176,199,888 6,192,550,053 
Total Group ’56 .. 154,463,738 5,113,780,498 
Total Ind. ’56 .. ..._ 173,478,790 1,190,989,563 

..-2,104,142,416 12,497,320,114 
Total Ord. ’55 .. .. 942,370,874 5,713,732,049 
Total Group ’55 . 347,167,180 3,817,708,584 
Total Ind. ’55 ... .. 174,557,150 1,185,822,299 
All Classes... 1,464,095,240 10,717,262,933 



























FRATERNALS 
Aid Assn., Lutheran ........... 8,401,791 55,672,067 


Amer. Frat. Union .. “ 12,000 343,680 
Amer. Life Assn. ei 

Amer. United ...... 
Ben Hur... 
Catholic Knights 








w he 





















ES eCuUTIVE 
RETURN 
PREMIUM 
EXSECUTIVE 





Cath. Lad. of Columbia .... 
Cath. Order Foresters 
Central Verband 
Croatian Catholic 
Croatian Frat. ..... 
Concordia Mut. . 
Czechoslovak Soc. .... 
Degree of Honor Prot. 
Federation Life ...... 
Ist Cath. Slovak ..... 
1st Cath. Slovak Un. ; " 
Gleaner Life .............. . 456,870 8,058,052 
Grand Carniolian . 

Greater Ben. Union . 
Greek Cath. Union .. 
Hung. Refor. Fed. ..... 

























217,800 4,398,855 
307,651 3,152,741 
9,500 265,900 
33,000 354,436 


Indp. Order Foresters 3,368,180 
Italo American. ............... 589,395 
Jr. Order U.A. Mech. 588,834 


okie : 13,468,151 


Ladies Cath. Benev. 321,301 
Ladies Penn. Slovak . 256 610,570 
Lithuanian Alliance ..... ‘ 144,680 
Lutheran Brotherhood 2,950,948 
Maccabees _.......ccceseeeees 2,474,663 
Modern Woodmen 23,115,425 
Natl Frat. Soc. .... 188,822 
Nat’l Slovak ...... 443,823 
N.A. Union Life .... = 236,199 
Penn. R.R. Employees . 417,610 
Penn Slovak on. 212,338 
Policemen & Firemen . 504,800 
Polish Assn. of Amer. ......... 41,049 
Polish Nat’l Alliance 6,959,891 
Polish Rom. Cath ....... 5,506,971 
Polish Un. of Amer. .. 411,565 
Polish Wom. Alliance . 3,415,884 
Prot. Home Circle 2,187,959 
Royal Arcanum ....ccccccscece  cestneees 46,436 
Royal Clan-Scottis 30,971 


Royal Neighbors 
Serb. Nat’l Fed. ... 
Slovak Cath. Sokol . 
Slovak Evangelical . 


@ Sold in amounts of $25,000 or more 
@ Substantial first year cash values 
@ Participating paid-up additions 


@ Sold ages 20 through 65 — 
(EXECUTIVE) 


@ Sold ages 20 through 55— 
(RETURN PREMIUM EXECUTIVE) 


@ Return premium convertible through 
_ first seventeen years 


@ Dividends available-at end of first year 










Bankers Life 
'22222%°° Of Nebraska 


SINCE 1887 HOME OFFICE LINCOLN 













































Slovak Gymnastic ... 
Slovene Nat’l ........... 








Standard Life Assn. ......... 2,000 82,568 
Supreme Camp-Woodmen 104,893 382,285 


Supreme Forest W. ............. 353,213 2,648,579 
Ukra. Nat’l Assn. ca 

Union & League-Ro. . 
United Russian 
United Societies 






Unity L.&A.. .... sae 5 area 20,111 
Wm. Penn ........... . 418,259 4,448,056 
Womens Ben. Assn. ............ 158,308 3,340,208 


Womens Cath. Foresters .. 185,750 3,439,422 
Woodmen of World, Neb. 270,584 4,364,345 





Work. Benefit Fund ............ 12,323 115,749 
Workmen’s Circle. ............ 600 43,100 
Totals °56 


.+- 21,590,298 216,554,880 
.- 19,536,713 189,450,788 






Totals °55 . 








Gusweiler of Columbus 


Wins Union Central Award 


Fred W. Gusweiler, manager for 
Union Central Life at Columbus, O., 
recently was presented with the com- 
pany’s Jerome Clark award for agency 
development. This bronze plaque was 
presented by John A. Lloyd, Union 
Central president at a special luncheon 
in Cincinnati. Second place winner 
was Paul Hommeyer, manager at Min- 
neapolis, making the fourth time that 
he has received the runner-up certi- 
ficate. Mr. Gusweiler, formerly an of- 
ficer in Union Central’s agency de- 
partment, performed the unique 
achievement of winning the Clark 
award in his first year as agency man- 
ager. He took charge of the Columbus 





agency in December, 1955. 












What Happens When A Man Dies? .. . 


... this is the intriguing title of a 32-page soft-bound 
book which we believe will be one of the most widely- 
used approach pieces and sales builders ever made 
available to life underwriters. The text is by D. G. 
Dutcher, Surrogate of Bergen County, N. J. Surrogate 
Dutcher tells from his own experiences on the Bench 
the trials and tribulations that befell heirs of individ- 
uals who failed to put their estates in order, and sug- 
gests preventive steps which can and should be taken 
before it is too late. 


This study should be read by every individual, regard- 
less of the size of his estate. Trial order: 2 copies, 
$1.20 postpaid. 
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Making the Agency a‘Family’ Called 
Best Way to Achieve True Cooperation 


Jack M. Bash, manager at Chicago, 
told the managers’ meeting at Mutual 
of New York’s convention at New 
York how he builds a merale in his 
agency by developing a family spirit. 


By JACK M. BASH 


We try to think about our agency 
as a “family.””’ Sometimes Papa and 
Mama have to be tough and insistent, 
but in the framework of our offspring 


remaining happy and aware of the 
continued, unwavering devotion of his 
parents. It is said that the “little 
things” make for enthusiasm. In our 
operation we hope these “little things” 
have not been ignored. 

Three years ago when our folks 
headed for the Top Club in Vancouver, 
Wladyslaw Chwialkowski suffered 
severe physical injury as the result of 
a head-on collision. We flew out, ar- 
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exand ria District 


For the second consecutive year, Life of Georgia’s top award 
—the J. N. McEachern Trophy—goes to the ALEXANDRIA, 
LOUISIANA District. Alexandria is the first District in Com- 
pany history to capture the coveted McEachern Trophy twice. 
The trophy is awarded each year for the best record in sales 
of life insurance and service to policyholders. 
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CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, 







John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 
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ranged for his transfer back to Chi- 
cago and the care of one of the finest 
brain surgeons in the country. Wlad 
pulled through, thank God, and today 
he is not only a top company lives 
and commissions leader, but is also a 
devoted friend and ally in our office. 

This was an exceptional incident, 
but we try to be constantly alive to the 
“little things” in the personal lives of 
our people; their anniversaries, their 
family celebrations, their new chil- 
dren, the events in their lives that 
give individual importance and mean- 
ing to their family life. It may be that 
our new men (and one out of two 
come to us from our present people) 
come with us because of this interest 
in them. 


We have a Big Brother theme in our 
operation. New and old sit together pe- 
riodically at a tape recorder and share 
their knowledge and skills. We also 
have a Big Brother attitude toward 
outside brokers who cannot handle 
outside clientele’s life insurance prob- 
recognition for performance. We do this 
recognition for performance. Wo do this 
at weekly agency meetings, at the an- 
nual picnic and at the annual dinner. 
The “Man of the Year” award is cov- 
eted. It is becoming increasingly dif- 
ficult for the selection committee, 
composed of previous agency winners, 
to select this year’s plaque winner. 
His participation at all levels is our 
guide and “belonging” is the real test. 

Our assistant managers have close 
and persistent personal ties with their 
people. There is very little they would 
not do to help them. 

We believe that men can reach 
greater productive heights when con- 
sistent contributions are made _ to 
broaden their basic knowledge and un- 
derstanding. We, therefore, have a 
well attended CLU class which we 
started in October. Several men will 
take the part 1 examination together 
in early June. The eight people who 
are in the CLU class are taught by 
Roger Somers—a great guy—and I 
pitch in. Next year we propose to 
teach part 3—wills, trusts and taxes. As 
it turns out, this instruction gives us 
more than it gives the fellows, just as 
helping Wlad did much more for me 
than I believe it did for him. 


We have a long way to go to instill 
in our people that sense of personal 
resourcefulness that makes for great- 
ness, but we are trying. We try by en- 
couraging original work, speaking at 
agency meetings and clinics, by seek- 
ing to instill a voluntary exchange 
running from the men to us. So much 
material flows out of the home office 
that we encourage sifting of it to elim- 
inate the unnecessary for redundant 
material from the view and operation 
of the men. 

To sum up, I believe that Ralph 
Waldo Emerson’s great axiom is that 
we seek to follow, though we may not 
always succeed. He said, “Trust man 
and he will be true to you. Treat him 
gently and he will be great.” Emerson 
also said, “We are all careful that 
others shall not cheat us, but the time 
finally comes when it is more impor- 
tant that we not cheat others. Then we 
have exchanged our market stall for a 
chariot to the sun.” 

I believe no man can consistently 
provide his own total inspiration and 
that it must flow from relationships 
with people who are themselves com- 
plete men. 

I have said a lot of things and I 
wish they were as finally conclusive 
as they may have sounded. My job and 
yours is probably never concluded be- 


Shoul Heads National 
Field Club 4th Time 


NEW YORK—The executive fami} 
of Mutual of New York’s 1956 Fig 
Club includes fiy 
million - doll 
producers — anj 
the women’s diy. 
sion is headed 
an MDRT lif, 
member. All gy 
are members g 
the Top Cly 
Round Table. 

The 1956 preg. 
dent, Jacob y 
Shoul of the Bogs. 
ton-Meehan agen. 
cy, is serving hit 
fourth term in the top post. A 3 
time qualifier for honor clubs, he j 
the 41st president in a series thy 
started in 1915. In addition to 10% 
Mr. Shoul served as president in 19%) 
1943 and 1950. 

The five vice-presidents of the 79%. 
member Field Club are all perennig 
qualifiers for company honor organi. 
zations. Among them, they number 9] 
qualifications over the years. Each has 
held his respective post in previo 
years. 

Ray Maurey of Erie, Pa., the eastem 
standard-bearer, was vice-president in 
1946 and 1952. Since joining Mutual in 
1938, he has been a member of the 
NFC 15 times, the Top Club eight 
times, and the Top Club Round Table 
on three occasions. 

William J. Brown, Miami, a 22-time 
qualifier for the National Field Club, 
was a southern region vice-president 
in 1938. Mr. Brown, who celebrates his 
30th anniversary with the company on 
April 15, experienced his greatest year 
with Mutual in 1956, attaining mem- 
bership in the Top Club Round Table 
and finishing third in company-wide 
production results. 

The Western leader, Gordon Coryell 
of San Francisco, is a former president 
(1952) and held the western region 
vice-presidency in 1950. He was a 
honorary vice-president in 1954 and 
1955. A 4-time qualifier for the Top 
Club Round Table, he is a member of 
Mutual’s “Hall of Fame.” 

Harry Schultz, Chicago-Moats, was 
vice-president of the central region in 
1938, 1947 and 1953. Another “Hall-of- 
Famer,” he is a 5-time qualifier for the 
Top Club Round Table and numbers 19 
National Field Club qualifications in 
his career. He has been with the com- 
pany since 1929. 

The women’s division vice-president, 
Mrs. Eunice Bush of Baton Rouge, has 
always been a leader among women 
qualifiers. She held the women’s vice- 
presidency in 1942, 1943, and 1950. She 
was an honorary vice-president on five 
occasions. In 1935, she was vice-presi- 
dent of the former west-south-central 
division. Mrs. Bush is a 21-time quali- 
fier for the National Field Club. 





Jacob W. Shoul 








cause we are dealing with the most 
precious product God has placed on 
earth—the human spirit. That this 
difference in spirit in different mea 
will constantly challenge, inspire and 
even annoy, will probably always be 
true. When life will have passed, we 
shall look back and see, in the cata- 
log of memory the people it had beet 
our great good fortune to meet and 
serve. If we can then say, 
through us folks obtained a challeng- 
ing perspective of life and life in ow 
business, then we will have fulfilled 
our mission. 
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ve fami) 
956 Fielj (CONTINUED FROM PAGE 9) 
ludes fiyg ict of Prudential at Los Angeles. 
1 - dolla Formerly director of agencies in the 
3 — anip Los Angeles regional home office, Mr. 
en’s diy.) Alkire resigned that post to return to 
eaded t field operations. He joined Prudential 
ae byf jn 1923 at Denver and transferred to 
lifef pasadena three years later. In 1952 he 
All sy was advanced to assistant superin- 
nbers tendent at Pasadena, and in 1937 be- 
P Clubf came district manager at Oakland. He 
able. was appointed director of agencies in 
56 preg.p 1954. 
acob WE pgn-American Life 
the Bos§ gubert H. O'Donnell and Charles R. 
an agenf yefort have been named general 
rving his 
t. A 3 
bs, he js 
ries that 
to 195% 
t in 19%, 
the 793. 
perennial 
r organi. 
umber 9} 
Each has 
previous : 
e eastem H. H. O'Donnell C. R. Lefort 
sident in agents at Raleigh, with temporary of- 
Mutual inf tices at 715 West Johnson street. The 
r of thf O’Donnell-Lefort agency will serve 
ub eight} North Carolina for Pan-American. Mr. 
nd Table} O'Donnell entered insurance with 
Northwestern Mutual Fire and has 
| 22-time | been with Quincy Mutual Fire since 
Id Club 1956. He will continue to represent 
é wee dent that company. Mr. Lefort entered the 
president F pusiness with Atlantic Life in 1947 
rates his and advanced to manager. 
ypany on} c 
test year} Phoenix Mutual 
1g mem- George F. Burmeister and Gerald 
nd Table— Kiviat have been named managers at 
any-wide 
1 Coryell 
president 
n region 
was an 
954 and 
the Top 
>mber of 
ats, was 
egion in : 
a Gerald Kiviat G. F. Surmeletor 
thew. i‘ Des Moines and Dallas, respectively. 
: Mr. Burmeister was in public relations 
tions in} and advertising before joining Phoenix 
‘he com- | Mutual at Davenport in 1953. After at- 
tending the home office supervisors 
resident, | "aining school, he served as field su- 
uge, has pervisor at Kansas City, Springfield 
wall and Charlotte. Mr. Kiviat joined Phoe- 
Biss ux Mutual at Hollis, Long Island, 
N's vice- N. Y., in 1951 and was named super- 
950. She | visor in 1953. He was later advanced 
t on five | to field supervisor and served in New 
a Hampshire and St. Louis. 
1-cen' e e 
e quai: | Washington National 
b. Edward H. Rouch Jr. has joined 
Washington National as general agent 
he most 
aced Pr SPECIAL REPORTS 
rat thi 
at a ON GROUP PLANS 
ire - Detailed group A & H and pension 
a br Plan reports by lines for key companies 
a cule _ reported in the special April sta- 
ad been} ‘istical Issue of the EMPLOYEE BENEFIT 
eet be PLAN REVIEW, 180 W. Adams St., 
y= Chicago. Single copies 50¢. Yearly sub- 
in out scription (12 issues) $5.00. These fig- 
fulfilled} “TS are not available in standard 
annual statements. 














at Kansas City. Entering the business 
in the sales field in 1948, Mr. Rouch 
had been manager at Kansas City for 
another company prior to his appoint- 
ment. 


American United Life 

American United Life has appointed 
a new southwestern Indiana regional 
supervisor at Ev- 
ansville and new 
agency managers 


at Bloomington, 
Ind. and Nash- 
ville. 


Nelson A. Greg- 
ory, who has been 
in the life business 
four years, has 
been named to the 
Nashville post. 
New regional su- 
pervisor at Evans- 
ville is Edward J. 
Hosse, whose pri- 
mary duty will be 
recruiting and training new agents. He 
has been a life agent for six years. Ap- 
pointed to head the Bloomington agen- 
cy is Lavon J. McCoy. Mr. McCoy has 
12 years of life experience. 


Old Line Life 


Robert N. Buck has been appointed 
general agent for Old Line Life of Mil- 
waukee at Davenport, Ia. In a previous 
issue Mr. Buck’s name was listed er- 
roneously as Black. 


Equitable of lowa 


Three agency appointments have been 
made by Equitable Life of Iowa. 
pacreneerte mas James C. Bur- 
kett Jr. has been 
appointed general 
agent at Washing- 
ton, D. C. He en- 
tered life insur- 
ance in 1952 as 
District of Colum- 
bia manager for 
Canada Life, and 
in 1954 he became 
supervising gener- 
al agent for Amer- 

ap ican Bankers Life. 
J. C. Burkett Jr. Eugene C. Walsh 
has been named agency organizer at 
New Haven. He joined Penn Mutual 





Nelson A. Gregory 








James C. Stamm Eugene C. Walsh 


Life at New York in 1950 and became 
district manager at New Haven in 1951. 
In 1955, Mr. Walsh transferred to Mil- 
waukee as general agent there. 
Formerly Pacific Mutual Life gen- 
eral agent at Hartford for the past two 
years, James C. Stamm has been 
named agency organizer in Miami. He 
had previously been an agent and su- 
pervisor in Hartford for Connecticut 
General Life for eight years. 








EQUITABLE SOCIETY—M illion 
Dollar Club keys have been awarded 
to 21 agents, one of the largest groups 
ever to win the production honor. The 
awards, presented annually to those 
who qualify three times for Equitable 
Million Dollar Club, have been won so 
far by 165 agents. Key winners are 
Louis H. F. Mouquin, New York; Theo- 
dore S. Krause, Wilmington; Charles 
J. McGinn, Philadelphia; Frederick J. 
Stevenson, Pittsburgh; Stanley L. Har- 
ris, Chicago; Merlin F. Heilig, Eugene 
H. Sanders and Robert J. Spooner, all 
of Milwaukee; William H. Mansfield 


RECORDS 


and Samuel Richards, both of Detroit; 
David J. Robison, Cincinnati; William 
J. Fraley, Charlotte; Joe H. Gerson, 
Atlanta; Eldridge Smith, Richmond; J. 
Richard Thomas, Baltimore, Thomas 
M. Walker, Jackson; Harry I. Buch- 
heimer, Oklahoma City; Jackson B. 
Hanley, Oakland; Rex O. Kessinger, 
Portland, Ore.; Howard Patrick, Los 
Angeles; and Albert Pfaff, San Fran- 
cisco. 





OLD LINE LIFE, MILWAUKEE— 
Paid for life business for the first 
1957 quarter exceeded $6,200,000, 
which was 18% over the $5,234,000 for 
the first three months of the previous 
year, according to Forrest D. Guynn, 
vice president and agency director. 


CONNECTICUT GENERAL—Out- 
standing agency awards for 1956 have 
been presented to the Hartford, Chi- 
cago and Evanston, IIl., agencies and 
the Boston brokerage agency. The 
Hartford office, headed by Frank O. 
H. Williams, won the award for the 


llth time and the fourth consecutive . 
year by selling $30 million of ordinary 
in 1956, up 31%. A&S increased 58% 
and group 12%. Chicago sold $13 mil- 
lion of ordinary, up 36%, while A&S 
rose 28% and group 82%. Burnham L. 
Batson is manager. Evanston, headed 
by Joseph C. Ladd, sold $6 million of 
ordinary, up 32%, while A&S increased 
87%, and group 323%. The Boston 
brokerage agency, managed by James 
R. Greaney had increases of 39% in or- 
dinary, 180% in A&S and 234% in 
group. 


NORTH AMERICAN LIFE OF 
CHICAGO—The company has con- 
cluded its biggest first quarter in new 
life sales with an increase in volume 
of 47.9% above the previous record 
set in 1956. North American Life is 
completing a half century of service, 
having been founded in 1907. Field 
representatives are in the process of 
qualifying for a special Golden Anni- 
versary Jubilee which will be held 
Sept. 4-6 at the Edgewater Beach hotel 
in Chicago. 


JEFFERSON STANDARD LIFE— 
Sales in the first quarter totaled a 
record $63,074,401, up 18.4%. Insurance 
in force rose to $1,623,740,426, up a 
record $39,381,973. 








more than they pay. 





in a waiting market. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





“A Star in the West..." * 


“WE PAY AGENTS LIFETIME RENEWALS . 


Fortune Telling 
for Fortune Hunters 


Occidental representatives are going fortune-hunt- 
ing in the small business field. Their way is paved 
by Occidental’s latest national ad appearing in 
Fortune Magazine, telling over 78,000 employer- 
prospects what insurance benefits are available to 
groups of 10 to 50 employees. 


Occidental’s small package plans let an employer 
offer these employees everything that his big com- 
petitors can in Group Life, Health, and Major 
Medical insurance. And it needn’t cost a nickel 


This whole story can be told in 25 minutes. And 
no one need be a group expert to tell it — our 
attractive pocket-size sales kits do it. Occidenta! 
representatives are using them to hunt fortunes 










. . THEY LAST AS LONG AS YOU DO!" 
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Actuaries Study Long-Term Disability 


(CONTINUED FROM PAGE 6) 





also found the substitution cf a com- 
prehensive major medical plan a sat- 
isfactory means of correcting the poor 
claim experience on a conventional 
hospital and surgical plan. 

W. S. Thomas, Metropolitan Life, 
said that his discussions with doctors 
indicate that they are very much in 
favor of a clause preventing duplica- 
tion of benefits or double coverage. 

Cc. D. wiitl.ams, Life Insurance Assn. 
of America, pointed out that duplica- 
tion of benefits adds up to about 20% 
of the benefits paid under hospital and 
surgical insurance. He felt that there 
was less abuse under hospital and sur- 
gical since the excess benefits will be 
used up for changes that are not 
covered. However, there is a definite 
dange of dupiicac.on of major medical 
since this plan covers most of the pos- 
sible medical care charges. 

J. F. Ryan, New York Life, said that 
his company issues a life-time cover- 
age individual hospital and surgical 
policy, having a $25 deductible, with 


no reduction of benefits after age 65. 
The premiums are about 10% higher 
than a regular policy terminating at 
age 65. 

Cc. N. Walker, 
stated that there is a definite trend 
towards using a deductible in individ- 
ual hospital and surgical policies. The 
only company that apparently offers 
such policies solely on this basis is the 
New York Life. The other companies 
will provide deductible plans on an op- 
tional basis. 

W. V. Hauke, Continental Assurance, 
preferred to provide guaranteed med- 
ical care benefits after retirement by 
means of fully paid-up benefits. How- 
ever, the problems of determining the 
premiums for such coverage is diffi- 
cult. 

H. J. Stark, Metropolitan Life, felt 
that most of the cost of the care of the 
chronically ill and senile is properly 
a function of government. Therefore, 
we must design benefits so as to avoid 
an excessive proportion of claims be- 








Life and Casualty Insurance Company has always followed a 
well planned course for progress. We look to the future with 
confidence. With well over a Billion Dollars of Life Insurance 
in force today, compared with the modest beginning of 1903, 
our goal of Two Billion Dollars of Insurance in force by 1960 
is already assured of achievement. Aware of the abilities of the 
men and women in our field force, because of the marvelous 
accomplishments in the past, we are confident that this goal 


will be reached. 


WELL OVER A BILLION DOLLARS OF LIFE INSURANCE IN FORCE 


fife and Casualty 








Lincoln National, 


ing for the maintenance and custody of 
such persons. 

R. D. Miller, Equitable Society, gave 
the results of his studies of the over- 
age cost of continuation of medical care 
benefits after retirement. If it is 
spread over the active life of the em- 
ploye, the cost as a percentage of sal- 
ary is small in comparison to the other 
benefits such as pension benefits, life 
insurance and medical care benefits 
during active years. 

The subject of operations research 
stimulated an active discussion. All 
speakers agreed that there was a close 
connection between this and actuarial 
work. 

e eo e 

G. D. Shellard, Metropolitan Life, 
described the part played by actuaries 
in the development of operations re- 
search in the U. S. during World War 
II. He felt that some of the new math- 
ematical techniques used in operations 
research will be useful, but: that the 
main contribution will lie in the direc- 
tion of studying scientifically many in- 
surance problems which are outside. of 
the traditional actuarial field. 

C. M. Sternhell, New York Life, 
pointed out that actuaries have been 
engaged in operations research prob- 
lems for many. years. He encouraged 
actuaries to become familiar with the 
new mathematical techniques of oper- 
ations research, but pointed out that 
many operations can be significantly 
improved without using any compli- 
cated mathematical procedures. ; 

Insurance company problems which 
lend themselves well to operations re- 
search study were discussed by N. F. 
Jones, Prudential. He encouraged a co- 
opérative effort among actuaries to ex- 
change: information on successful ap- 
plications of operations research to in- 
surance problems. 

D. H. Harris, Equitable Society, dis- 
cussed the relationship of the electron- 
ic data-processing field to operations 
research. He felt that operations re- 
search is important in this field be- 
cause so much work is of a planning 
nature. 

e e e 

J. T. Byrne, Metropolitan Life, men- 
tioned the use of operations research 
techniques to improve quality and ef- 
ficiency of service. He pointed out that 
the mathematical technique known as 
“queueing theory” could be applied to 
the work of issuing insurance policies 
in order to arrive at the best compro- 
mise between expenses and speed of 
service. 

E. H. Wells, Mutual of New York, 
emphasized that actuarial techniques 
can contribute to general operations 
research problems outside of the insur- 
ance field, just as the operations re- 
search techniques will be valuable to 
actuaries. 

M. A. Ellis, Metropolitan Life, re- 
lated an experience in submarine duty 
during World War II which illustrated 
the necessity for operations research 
personnel to understand the actual op- 
erations problems which are being 
studied. 

Pearce Shepherd, Prudential, de- 
scribed a mathematical contest for 
high school students which is spon- 
sored jointly by New York Section of 
the Mathematical Assn. of America 
and Society of Actuaries. It is hoped 
that more than 40,000 students from 
1,500 U. S. and Canadian high schools 
will participate. He felt that stimula- 
tion of interest in mathematics at the 
high school level is the best hope for 
solution to the growing shortage of ac- 
tuaries. 

C. H. Fischer, University of Michi- 
gan, suggested that actuaries are ba- 
sically business men, and first class 


—_ 
mathematicians are not likely to be 
come actuaries. Companies might try 
accounting and economic majors a% 
possible actuarial material. He calla 
for at least two additional universities 
preferably in the South and East, to 
offer a specialized training in actuaria| 
mathematics. 

V. B. Glunts, Equitable Society, em. 
phasized the necessity of disseminati 
information about the actuarial pro. 
fession at the high school level, He 
suggested that the guidance depart. 
ment of secondary schools be acquain}. 
ed with the actuarial profession, thy 
forums discussing the actuarial pro. 
fession be presented before parent; 
and students by local actuarial clubs 
and that invitations be extended 4 
groups of secondary school students ty 
visit life insurance companies. 

Mr. Whittaker thought the solution 
to the problem of the shortage of a. 
tuaries is to reach the teachers ang 
get them enthused about the actuaria] 
profession by telling them what a 
actuary is and does. His company has 
a series of charts which point out, 
among other things, that the demand 
for actuaries will exceed the supply 
for the next 20 years and that the ac. 
tuary may ultimately expect to eam 
more than any other profession open 
to mathematicians. 


Carson Heads LIAMA 
Management Parley 


Norman T. Carson, agency vice- 
president of Security Mutual of Bing- 
hamton, has been elected chairman of 
LIAMA’s agency management conifer- 
ence to succeed William: R. Davis II, 
director of field services of Common- 
wealth Life. The election took place 
during a 3-day spring meeting of the. 
conference in Chicago. . 

Elected to 3-year terms on the agen- 
cy management conference committee 
were Max S. Bell, vice-president of 
Continental American, Kenneth W. 
Cring, vice-president and superintend- 
ent of agencies of Pacific National, and 
M. K. Kenny, assistant general man- 
ager and director of agencies of Excel- 
sior Life. Retiring from the committee 
are Lee Cannon, Western Life, Edward 
R. Hodgkins, Paul Revere, and A. H. 
Monffatt, National Life Assurance. 

Mr. Carson has been an active mem- 
ber of the conference for several years 
and has served on LIAMA’s relations 
with universities and public relations 
committees. 


Ind. High Court Rules 
for Multiple Beneficiaries 


in GI Insurance Case 


INDIANAPOLIS—The Indiana su- 
preme court has ruled that a veteran's 
will can require the beneficiary of a 
government life insurance policy to 
share policy payments with others. The 
decision upset a ruling by the Indiana 
appellate court and upheld a decision 
of St. Joseph county (South Bend) su- 
perior court. 

National Service life insurance held 
by Richard H. Tohulka, South Bend, 
who was killed in Germany in 1945, 
was involved. The soldier had named 
a sister, Helen A. Voelkel, as principal 
beneficiary, and another sister, Edna 
E. Pratt, contingent beneficiary of his 
$10,000 policy. Evidence at the trial 
showed, according to the will and oral 
statements of the deceased, that he 
intended that the proceeds of the poli- 
cy were to be shared by Mrs. Voelkel 
along with other sisters and brothers. 
Mrs. Voelkel agreed to this. 


The Mansfield (O.) agency of Ohio 
State Life is observing its 50th annl- 
versary. It is as old as the company. 
Robert F. Horn is general agent. 
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J 1. Th te of int t all d 
ely to bef Hancock Introduces New 2etimaiated dividends left on deposit 
acl Select Ordinary 3-Year ee the company will continue at 
4/0. 


Moditied Life Policy 


He Calley 


niversities John Hancock has introduced a new 
d East, tj select ordinary 3-year modified life 


1 


actuaria] policy, providing a level death benefit 
for the whole life. It will be offered 


ciety, em. for a $5,000 minimum and will be 
eminatingy written for ages 15 to 70 on males and 


arial pro. 


females. ¥ 
level, The guaranteed standard premiums 


€ depart.f sor regular benefits payable during the 
acquaint.F first three years will be 85% of the 
sion, that} corresponding guaranteed standard 


> 


rial pro. premims payable thereafter. Under- 


Parents— writing requirements generally will be 


‘ial clubs, the same as those which have been 
ended tf established for other regular select 
‘udents tof ordinary plans, and the policy may be 


> 


: written substandard within normal 
Solution F jimits. In such cases, any substandard 


ge of ac. portion of the premium will be level 
hers and for all policy years. 


actuarial x : P 


veer The first annual dividend will be 





pany a paid at the end of the third policy 
» demangp year rather than at the end of the sec- 
ie suppl ond. It is anticipated that this first an- 
t the = nual dividend will be sufficient to 
to earn make the net annual payment for the 
ion open fourth policy year somewhat less than 

the guaranteed annual premium ap- 

plicable during the first three policy 

years. 
MA Disability waiver of premium, dis- 
54 ability income and death by accidental 
: . means benefits may be offered, sub- 
A pal ject to the payment of extra level pre- 
rman [ miums during the entire premium- 
- Conifer. payment period for the supplementary 
wits Ill benefits. The supplementary provi- 
comma sions for family _income and level 
kK place amount of term will also be available 
g of the on the regular level premium. 

= When a new policy is applied for 

1e agen- under an exchange provision of a term 
mmittee policy or of a supplementary provision 
dent of | °° family income or level term, and 
eth W the new policy is to bear a date on or 
rintend- after April 1, 1957, the company will 
nal, and consider the 3-year modified life pol- 
11 at icy aS a permissive plan for issue of 
f Excel- | the new policy without evidence of 
muaiiies insurability. This constitutes a liberal- 
Edward ization of these exchange provisions 
1 A.H which contractually limit such a new 
anne "| policy to an annual premium limited 
e mem- | Payment life or endowment plan. 
il years 


elations | Great-West Life Offers 


The new scale of dividends—the 
third upward adjustment of its kind 
made for U.S. policyholders during the 
past three years—reflects higher in- 
terest earnings on the company’s in- 
vested assets and improved mortality 
experience among policyholders in 
higher age groups. 


Old Line Life of Wis. 


Tells Policy Changes 


Old Line Life of Milwaukee an- 
nounced several policy changes at its 
annual meeting recently in Milwaukee. 
Speakers at this affair included George 
J. Halaska, vice-president and sales 
manager of Acme Chemical Co., and 
William H. Froehlich, branch manager 
for Occidental Life of California at 
Milwaukee. 

The following changes were an- 
nounced to be effective April 15: Dis- 
ability waiver of premium benefit 
rates have been substantially rduced; 
minimum amount at issue for several 
of the company’s participating plans of 
insurance have been increased to $2,- 
500; a revised dividend schedule ap- 
plicable to new business was also an- 
nounced, providing generally for high- 
er dividends in the later policy years, 
and producing more favorable net cost 
and net payment illustrations in the 
20th and subsequent policy years. A 
new juvenile application form, .afford- 
ing more latitude in ownership and 
beneficiary provisions, as well as sim- 
plified underwriting procedures for the 
sales force, was also introduced to the 
company’s general agents. 


Lincoln National Boosts 


Advance Premium Interest 


Lincoln National Life has increased 
the interest rate for discounting pre- 
miums paid in advance from 24% to 
3%. The maximum single premium ac- 
ceptable by the company, formerly 
$100,000, is now increased to $200,000. 





Equitable Society Cuts Rates on 
Adjustable Whole Life for Women 

Equitable Society has reduced the 
premium rates for new adjustable 
whole life policies written on female 
lives. 

Reductions will apply to female 
standard risks and will range, for ex- 
ample, from about 3% at age 25 to 
about 7% at age 55. The company also 
made a slight reduction in the premi- 
um for disability waiver of premium 
to reflect the lower premium waived 
in the event of disability. 













elations f F : : 
% a Despite the reductions in premiums, 
Higher Dividend Scale cash and other nonforfeiture values of 
Great-West Life is offering a new the policy are not being lowered. Ad- 
and higher dividend scale for partic- justable whole life policies are issued 
ipating policyholders in U.S. effective in amounts of $10,000 and more. 
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DON’T JUMP HERMAN! 





There‘s still time to check on the 


NEW GENERAL AGENCY OPPORTUNITIES 


with the 
Republic National Life Insurance Company 


Top Commissions e Vested Renewals 
Complete Line of Life and Accident and Health 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 


Write James W. Galloway, Associate Director of Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY ° DALLAS, TEXAS 
d MORE THAN A BILLION LIFE INSURANCE IN FORCE 





Complete portfolio of Life and S&A... outstanding 
HOME OF package exclusives . . . Junior Estate builder .. . 
- automatic Waiver . . . $10-per-thousand Disability 
onfident Income ... Non Cancellable S&A (to 65)... 
a comprehensive mass coverages . . . progressive mer- 
Wm chandising . . . professional training . . . exclusive 
| performance bonus. Ask for Confident Living bro- 

chure “‘BO-321”’. 










HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 





NORTH AMERICAN Sie and Zasualty Zampany 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 





@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @© @ @ @ 
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WANT ADS 








Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 


THE NATIONAL UNDERWRITER—LIFE EDITION 








IMMEDIATE OPPORTUNITIES 
FOR GROUP SALESMEN 
A leading Southern group and lif 
insurance company, which has mor 
jthan a thousand groups insure 
“throughout the Southeast, offe 
“outstanding opportunities to experi-: 
=enced Group Salesmen. An inten 
"sive expansion program has opene 
fexcellent opportunities in Wes 
Virginia, Virginia, North Carolina,:. 
South Carolina, Georgia, Florida,: 
eAlabama, Kentucky, Tennessee 
Mississippi, Louisiana, Arkansa 
and Texas. 
| The position offers an attractiv 
abeginning salary plus opportunity 
| for advancement. Applicants should 
Shave good records in group selling 
possess supervisory ability and b 
free to travel a limited territory 
Reply in confidence giving complet 
personal data and business history 
“to Box T-63, The National Under 
e writer Co., 175 W. Jackson Blvd. 








ASSOCIATE 
MEDICAL DIRECTOR 


Midwestern life insurance company 
with almost a billion in force has an 
unusual opportunity for a doctor 
qualified to be Associate Medical 
Director. Excellent starting salary. 
Present Medical Director plans to 
retire and relinquish title within five 
years. Below age of 45 preferred. 
Address Box T-77, c/o The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill., giving full par- 
ticulars as to your qualifications. 











CHIEF LIFE UNDERWRITER 
(NON-SALES ) 


Small, but rapidly expanding West Coast Com- 
pany. Must have at least two years home office 
underwriting experience. Salary commensurate 
with experience. Will consider applicants ages 
25-40. 

Write giving particulars of past employment, 
family status, education, military service status 
and any other information pertinent to employ- 
ment. Enclose a recent photograph with your 
reply. 

Address replies to: Employ ger, Cal- 
Farm Life Insurance Company, 2223 Fulton 
Street, Berkeley 4, California. 


ron v) 





LIFE DIRECTOR OF AGENCIES 


Top Life Company has opening in Mid- 
Atlantic States for agency director with 
proven record of agency and brokerage 
acquisition. Excellent salary and bonus ar- 
rangement for qualified man. Highly com- 
petitive line with top commission schedules. 
If you are seeking a permanent connection 
with a fast growing organization, write to 
me at once giving full details on your 
background and experience. Replies con- 
fidential, of course. Executive Vice-Presi- 
dent. Box T-72, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














FRANCHISE WANTED 


By an outstanding agency with top producing 
agents, operating in California-Oregon-Wash- 
ington. We are now doing better than $800,000 
per year in A & H premiums. We need a grow- 
ing Company with vision writing Life, and A & 
H. We have a potential of $2,000,000 or more 
per year. Must have exclusive franchise. We 
have 15 years of A & H experience with sound 
financial background. Replies in confidence. 
Write Box T-31, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 


LIFE SALES MANAGER 
Agency Department Home Office Administra- 
tor wanted by a fast-growing middlewestern 
Life and A&H company entered in 40 states to 
build home office and field phases of company. 
Background of experience in a company home 
office or as a “second man" in a large agency 
preferred. Unlimited opportunities for advance- 
ment in company structure. Replies will be held 
confidential. Write full details. Box T-5!1, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











WANTED 
LIFE INSURANCE AGENT 

4 27-35, with at least 3 years life insurance 
“7 experience, to head force selling vari- 
able life annuities in Washington, D. C. Please 
reply in writing to: 

The Equity Annuity Life Insurance Company 

2480 16th St., N. W. Washington 9, D. C. 


Split Dollar, Incomes 
Explored at Sales Rally 


(CONTINUED FROM PAGE 5) 
undertaking an expansion program 
and may be unwilling to tie up capital 
in the plan. In this case, the employer 
is a prospect for a bank-loan plan, Mr. 
Green suggested. 

The advantages the split dollar plan 
offers, he explained, are a solution to 
special problems and a concept that is 
“fresh and intriguing to small and 
large employers alike.” 

Attention was called by Mr. Monroe 
to people in the $6,000 to $12,000 in- 
come bracket who form “the biggest 
market in life insurance today.” 

Mr. Monroe told his listeners to con- 
sider the man who has $15,000 of life 
and insists he needs no more. It should 
be pointed out to this prospect that 
social security will give him $163 a 
month when his family needs a mini- 
mum of $300 a month. This man needs 
another $10,000 on his life policy, he 
said. 

“Are we easy to buy from,” Mr. 
Gove asked, declaring that this ques- 
tion is one which agents and compan- 
ies should ask themselves. He said he 
was thinking of a word which could 
best describe the relationship between 
two people where persuasion is being 
used. 

The word “sell” implies conflict and 
is not the right one, he said. He also 
disqualified the word “serve.” “I used 
to serve my customers, too, until some 
guy gave all my customers a clergy- 
man’s discount, and I was dead.” 

The word he was looking for was 
“swap,” Mr. Gove revealed. He said 
this is always a two-way proposition, 
and he invited agents to tell their pros- 
pects: “I'll listen to you and you listen 
to me.” “The only time a swap gets 
goofed up is when one fails to live up 
to his part,” he said. 

The sales congress opened with a 
raffle in which winners were given a 
lunch with a Million Dollar Round 
able member at the Chicago associa- 
tion’s expense. Following the raffle, a 
sound color film was shown, describing 
the rise of the middle income consum- 
er’s spending power and the develop- 
ing market there. 





Lincoln National Life Foundation 
was host to the 160th meeting of 
the Chicago Civil War Round Table 
in Fort Wayne on April 12. Bruce Cat- 
ton, Pulitzer prize-winning historian 
and editor of American Heritage mag- 
azine, spoke. Gerald R. McMurty 
is director of the Foundation. 














GOOD OPPORTUNITY 
Open for experienced Fraternal Insurance men 
for State Managers’ positions in Pennsylvania 
or Ohio. Applicant must be experienced, honest 
~ reliable. Salary and overriding on sales 
orce. 
Correspondence confidential. 

Write Box T-43, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








AVAILABLE 
Group A & S Claims Manager, early thirties, 
college graduate, well trained, over 5 years 
experience, desires opportunity for advancement 
with Progressive company. Salary open. Write 
Box T-68, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


HOME OFFICE UNDERWRITER 


Excellent opportunity with one of America's 
fastest-growing major companies for a man 
with superior background, for advanced under- 
writing at senior level. Should be under age 40. 
Starting salary commensurate with background 
and experience. Replies confidential. 


THE FRANKLIN LIFE INSURANCE COMPANY 
Springfield, Illinois 











WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P. O. Box 463, 
CHICAGO 90, ILLINOIS. 


HOME OFFICE 
TRAINEE MANAGER DESIRED 


with or without home office training. CLU, LUTC, 
or Purdue graduate requirements. College grad- 
uate with successful field experience in training 
and selling. Substantial position of authority with 
commensurate income and other benefits. Reply 
Box T-73, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


Experienced Life Underwriter for 
AGENCY SUPERVISOR 


120-year-old life insurance company requires ex- 
perienced man to help build agency force in Chi- 
cago area. Office, staff, salary plus bonus. Unusual 
opportunity for successful producer interested in 
management work. All replies confidential. Send 
résumé to Box T-75, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED 
JUNIOR DIRECTOR 
Well qualified man or woman around age 35 
to direct Junior Department of Pennsylvania 
Fraternal Society. Must be of good character 
and integrity. Correspondence confidential. Ad- 
dress Box T-61, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 














GENERAL AGENCY DESIRED 


for Pittsburgh, Pa. Production | Million Life 

ai substantial Health and Accident and Group 
olume. Excellent quality business and low lapse 

ratio. 

For appointment write Box T-74, c/o The Na- 

tional Underwriter Co., 175 W. Jackson Bivd., 

Chicago 4, Ill. 





AVAILABLE—MIDWEST 


Presently employed medium size agency man- 
ager. Nine years agency experience all phases. 
Banking experience also. Interested agency man- 
agement position with better opportunity or in- 
dustrial insurance programming. Will consider 
other desirable offers. Age 35, family, conscien- 
tious hard worker, Address Box T-79, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. 








Exempt Most Sick Pay 


From N.Y. Income Tax 
(CONTINUED FROM PAGE 1) 

benefits paid Mr. Haynes in 1949 unde 
the company’s plan were not subject ty 
federal income tax because of sectign 
22 (B) (5) of the 1939 internal reveny 
code, which exempted from taxable jp. 
come “amounts received, through ae. 
cident or health insurance .., , a 
compensation for personal injuries g 
sickness.” 

Because the New York tax law anj 
the internal revenue code are similar 
the state tax commission held that the 
supreme court decision must be con. 
sidered in interpreting the New Yor 
law. Prior to the Haynes decision, fed. 
eral rulings had vacillated betwee, 
holding the receipt under company djs. 
ability plans were taxable and not tax. 
able. For this reason, the tax commis. 
sion said, earlier state rulings were 
tentative rather than final. 

A maximum of $100 a week in sick. 
ness disability pay is tax free under q 
federal law which became effective 
with 1954. Tax must be paid on any 
excess. Under the new ruling in New 
York, however, there is no limit. Short- 
ly before the New York legislature ad. 
journed, it killed a bill that would have 
placed a $50-a-week ceiling on the 
amount deductible for sick pay. Insur- 
ance interests were opposed to this 
legislation. Gov. Harriman last year 
vetoed a bill that would have set a 
$100-a-week limit. 

The Supreme Court’s decision ap- 
plies to those who filed for refunds 
within the time limit for claims on in- 
come in 1942 to 1953. Since the time 
limit is three years after a tax return 
is filed, the deadline for filing for a 
refund on 1953 income has passed. The 
Haynes decision only affects the law 
as it was when challenged in 1949 and 
not as it stands revised today. 





Senate Labor Probe 
No Threat to State Rule 


(CONTINUED FROM PAGE 1) 
involved kick-backs paid by Louis B. 
Saperstein, Newark insurance broker, 
out of commissions paid to him on wel- 
fare fund insurance steered his way 
through the influence of union leaders 
and racketeers working with them. 

The confessions came as Scalise and 
Cilento were about to go on trial before 
General Sessions Judge Mullen on a 
17-count indictment. The pair did not 
plead guilty to all counts but the plea 
was accepted. They could be sentenced 
to as much as three years in jail. 

Saperstein at first refused to say 
who he was talking to in phone con- 
versations recorded by the prosecution. 
He drew a 5-year contempt sentence 
and decided to talk. His testimony led 
to the indictment Feb. 15, 1955, of Sca- 
lise, Cilento, and Anthony Carfano, ali- 
as Little Augie Pisano, but a general 
sessions judge held the indictment de- 
fective because Cilento was involved 
as a welfare fund trustee and not as a 
union official. Last October the New 
York court of appeals reinstated the 
indictment, though it was killed as re- 
gards Carfano for inadequate corrobo- 
ration. Scalise and Cilento are free in 
$5,000 bail each, pending sentencing 
May 8. 

While the Scalise-Cilento pleas serve 
as a dramatic object lesson to any who 
might like to prey on the welfare funds 
the less spectacular method of statu- 
tory reporting requirements appears to 
be letting in needed daylight and put- 
ting effective roadblocks in the paths 
of racketeers. 
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Y Ill. Mo. Insurers Report Successes of ‘56 AMA Chairman Traces Growth of Medical Cover 
xX vay The growth and development of hos- profession by carefully explaining to 
GE 1) (CONTINUED FROM PAGS 5) pital and surgery insurance was des- the public the benefits of the type of 
1949 unde standing increased 85,523 during the panies of the infinitesimal amount of cribed by Dr. Gunnar Gunderson, coverage purchased. 
t subject tof year to a new high of 1,830,576. claims that must be properly declined chairman of American Medical Assn., Comprehensive coverage in the 
Of section A total of 119,571 claims or benefit in order to protect interest of other at a luncheon of Western Wisconsin A&S field, which would even cover 
1al revenye ents were received in 1956. Com- policyholders.” A&H Underwriters Assn. at LaCrosse. false teeth and eyeglasses, has not 
taxable in. menting on these President Powell B. Dr. Gundersen said the number of worked out even under government 
hrough ap. Haney said: 7cCT people covered by medical insurance auspices as was tried on a socialized 
ACE... a Waeite what you may read on oc- Utah Commissioner had grown from 20% of the population basis in Britain, he declared. He warned 
injuries qf casion about the snares for the unwary Resigns to Hold on 10 years ago to 65% today. He said that that socialized medicine has always 
that are supposedly hidden in the : A insurance men can help the medical led to a deterioration of services. 
b4 law ane small print of life insurance policies, to Stock in B.M.A. iiiieeniiionn 
4 aon aly 16 of the 119,571 claimant ” commissioner, has resigned effective ae 
at thB about one out of every 8,000—were haa fal ti te} 
St be con. i i at. We do not believe “0F5 15 Deceuse of 8. hw. prevening ee 
Conf resisted in cou , him from retaining an interest in an - 
New York— this remarkable record | is uncommon ; oirance company. Mr. Jones, a form- 
Stn, fed. in the life insurance business, although er agent for Business Men’s Assurance . 
spe a little mention is made by most com- has stock in that company, and prefers G PROPOSAL 
1d not tag to hold on to his investment. The stock, MONEY-MAKIN 
x commis. while disqualifying Mr. Jones for the FOR 
P fi job of commissioner, “makes me in- 
MNES Were The Unity Mutual dependent of this job,” he reported. GENERAL AGENTS 
2k in sick : The question of Mr. Jones’ stock in- am CKNESS 
e under 4 || Life Insurance Company |f terest came up about six weeks ago ium Ee ACCIDENT and SI 
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oer ° ° Jones was an agent and manager for «  _ oolicies filled with unusual selling tea- 
r refal - slang aman poirot the thcscagdl ing ecaed = i ae you can get your teeth 
r refunds lici ial appointed commissioner. The question tures . «+ 100 my 
ms policies our specialty. : ' and really S-E-L-U! 
, on in- of the stock ownership arose when into — We offer a hard 
"the time e another insurance man told Gov. Clyde MORE MERCHANDISING . yk yoo 
wy return E. R. DEMING L. J. BAYLEY of Utah that Mr. Jones held stock in hitting, sales producing ic nd harge 
ing for a President ” Secretary B.M.A. The attorney-general ruled Everything furnished to you without charge: 
assed. The that the law excluded anyone who held DVERTISING - - - We help you develop 
s the law HOME OFFICE—SYRACUSE, N. Y. stock, or any person who receives pay- MORE A\ “al th h local advertising, direct moil, 
1949 and ments for renewals of policies, from sales potential throug 
: 5 7 gO vality-lead programs. 
holding the job of insurance commis- q This is truly @ 
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A 9 
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his way Established 1945 Indiana department this year by in- S$ « GROUP ° HOSPITALIZATIO Zs 
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Interested in 
an Agency 


all your own? 





{ ship.. 








A MUTUAL 
COMPANY 
FOUNDED 


The 
STATE LIFE 
— aii ae 

n ianapo 1s 


take a look at 
) State Life... 


State Life is on the march with new programs . . . new leader- 
- New agencies being established in many states. If 
you’re interested in “going places’’—building your own agency 
—look to State Life and the many advantages offered . . 
liberal contract, success-proven training programs, aggressive 
selling aids, and a complete line of up-to-date, low-cost poli- 
f cies. Write for full details. 


a 


Dini H. Lucus—Director of Agencies 
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ACTUARIES 








CALIFORNIA 


ILLINOIS (Cont.) 








COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 











CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 
332 S. Michigan Ave Chicago 4, Ill. 














Telephone WAbash 2-3575 








GA.-VA.-N.Y. 


IOWA 











I BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 





TAYLOR AND TAYLOR 
CONSULTING ACTUARIAL AND 
IBM STATISTICAL SERVICE 


814 American Bidg. 


Home Office Cedar Rapids, lowe 





RICHMOND ATLANTA NEW YORK 

















GEORGIA & 
MICHIGAN 


INDIANA & 
NEBRASKA 











ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
= Ane = 






INSURANCE ACCOUNTANTS 
3501 CADILLAC TOWER DETROIT 26, MICH. 
1306 WILLLAM OLIVER BLDG. ATLANTA, GA. 
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Haight, Davis & Haight. ine. | 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Omaha 


Indianapolis 











ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 


en 














NEW YORK 


Sees 











Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 


116 John Street, New York, N. Y. 

















PENNSYLVANIA 








Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Hlinois 











Harry S. Tressel, M.A.1.A. Irma Kramer 
M. Wolfman, F.S.A. Wm, P. Kell 
N A. Moscovitch, F.S.A. D. W. Sne 
A. E. Selwood 

FRanklin 2-4020 





Eugene P. 
Clayton Williams 


COMPANY 


(Frank M. Speakman Associates) 
s B Buildin 


ourse Z 
Philadelphia 6, Pa. 


Consulting “Actuaries 
E. P. HIGGINS AND | 
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New York GAs Show Interest in 
Proposal for Step Licensing Agents 


(CONTINUED FROM PAGE 3) 





needed, Mr. Rosenbaum emphasized. 
He suggested that brokers might be 
exempted from the second test if they 
produce a certain minimum of busi- 
ness or obtain a LUTC diploma. Con- 
sideration might be given to a rule 
that would terminate the license if no 
business is produced in a year or two. 

Mr. Smith, commenting on the pos- 
sible effect of step licensing on full 
time career agents, wondered whether 
there are enough of them to serve the 
entire public yet. A licensing system 
should encourage prospective career 
agents into the business and help them 
get into production. 

Step licensing will help career 
agents get into the business quickly, 
make sure that they will receive good 
and sufficient training, quickly elim- 
inate the unfit and the undesirable 
people and help guard against abuses. 
And, although meaning a little more 
work for the department and the com- 
panies, it will be good for the business. 

Mr. Smith conceded that he did not 
know at what level the agents should 
be examined on experience. 

New York has no problem with bad 
policies because none can be sold in 
the state. Thus, the experience factor 
may not be as important as knowledge 
in the second exam. 


In a question and answer session, 
Mr. Wenner said he had no specific 
details on the requirements which 
might be fixed for taking the second 
test. A certain amount of production 
by lives might be asked. However, 
there will be the problem of experi- 
enced men from other states who 
would want to take the New York 
test as soon as they enter the state. 

Mr. Rosenbaum said many cases are 
closed for brokers by someone else. A 
certificate that the broker was on hand 
when the cases were closed would be 
in order if production is to be con- 
sidered a requirement. 

Mr. Smith said California’s version 
of step licensing worked well when he 
was in that state. The state issued a 
certificate of convenience, but the com- 
panies had to give the training. In four 
or six months, the agent took a test on 
the law and explained how he would 
write certain cases. Mr. Smith said he 
understood revisions in the California 
system are being considered. 

Mr. Wenner said any change in the 
licensing system would not be retro- 
active. Eventually, however, step li- 
censing would result in fewer licenses 
and they would be held by successful 
agents. The step system would stim- 
ulate companies to improve their train- 
ing and supervision. 

In Hawaii, he said, new agents take 
a test on the law. Two years later, 
after companies submit training record 
to the department and if other require- 
ments are met, the license becomes 
permanent. 

e @ e 


Clarence B. Metzger, vice-president 
of agency and sales management train- 
ing of Equitable Society and a member 
of the life advisory board’s subcommit- 
tee, said a minimum requirement for 
renewing licenses might be considered. 
But a policing problem would be in- 
volved. 

The proposed system is not aimed at 
eliminating brokers, Mr. Wenner said. 
It would not affect old brokers, and it 
would train new ones better. 

Gerald A. Eubank, manager of Pru- 
dential at New York, charged from the 
floor that the subcommittee is slanted 
in its thinking on the subject: The 


members feel 
should be required. 


pril 12, 19 


pail 12 19 
Che 
that step _licensin, of I if 


Replying, Mr. Wenner repeated thys— 


the proposal is not aimed at eliminat. 
ing brokers. Brokers are not part tin, 
operators and they already must Mee; 
strict licensing requirements outside 
the life field. 

Mr. Rosenbaum said he personally 
supports the idea—with reservations_ 
on the grounds that the examinatig, 
would be good for brokers. 

Mr. McCarty pointed out that they 
are 56,000 persons holding 108,000 ji. 
censes in New York. 

An important question is whether ; 
man’s livelihood can be taken away 
from him once it has been given to 
him, Mr. McCarty concluded. 





N. C. Bill Would Raise 
Group Limit to $40,000 


_ A bill to increase the group life lim. 
it from $20,000 to $40,000 has been in. 
troduced in the North Carolina legisla. 
ture by Rep. Crawford of Buncombe 
The bill was referred to the house ip. 
surance committee. 





Not a Crack in Equitable’s 
San Francisco Skyscraper 


The 2-year-old, 25-story Equitable 
Society building at San Francisco, firs 
skyscraper built under the standards 
of the city’s 1948 earthquake code 
withstood the recent series of quakes 
without even a hairline opening in the 
walls. One of the tallest structures on 
the coast, the Equitable Society build- 
ing was at the time of its construction 
cited for strength by Architectural 
Forum magazine. 





OFFICE SPACE 





ROANOKE, VA. 











The Insurance Centre of Va., 
West Va., Tenn. & No. Carolina 





NEW AIR CONDITIONED 
FIREPROOF — 10 STORY 
MODERN OFFICE BLDG. 











ALL OR PART OF $ #25 


20,000 SQ. FT. sq. ft. 


Will divide to suit — Possession 
Nov. Ist. Up to 4000 sq. ft. for 
immediate occupancy. Present 
tenants include 21 of the coun- 
try’sleadinginsurance companies. 
IDEAL LOCATION FOR 
OTHER BUSINESSES TOO! 


CARLTON TERRACE BUILDING 








920 So. Jefferson St., Roanoke, Vo. 











sgervice Guide » 

















ACTUARIAL COMPUTING 
SERVICE, INC. 

684 West Peachtree 

Street, N. W., Atlanta 8, 

eo Georgia, Telephone 
TRinity 5-6727. 
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Check-up on 


Organizing 


——lof Insurers Advocated 


(CONTINUED FROM PAGE 2) 





ated thyf’—____ 
liminat.§ sold the organizers 250,000 shares of 
art tim stock, and had a paid-in capital of 
Ust mee $25,000. This figures out to be a price 
Outside of 10 cents per share. At about this 
time, the company put an ad in the 
newspaper offering the stock to the 
public at a price of $5 per share. Why 
the stock should be worth 50 times as 
much to the public as to the organizers, 
they did not say. Incidentally, they 
offered only 100,000 shares, at that 
time, apparently withholding the other 
150,000 authorized shares until a later 
ime. 
"ioe of the new insurance companies 
has filed, as required, a detailed list 
of their investments as of the end of 
the year. Surprisingly enough, they 
seem to feel that the best possibilities 
for investment lie in the stock of the 
other new insurance companies. They 


-rsonally 
‘ations— 
NINation 


at there 
3,000 Ii. 


1ether 2 
n away 
iven to 


ife lim-— therefore, have invested to a substan- 
een in-§ tial degree in four other brand-new 
legisla- F companies. 
1combe. fF One of the strangest things to be 
ue = seen in the annual statements is an 
asset shown by one company—a loan 
toa new company of $40,000, secured 
by 70,000 shares of stock. The value of 
the stock is listed as $700,000. In re- 
, viewing the statement of the borrow- 
—_ ing company to see if their stock was 
niteal actually worth $10 a share, a very un- 
. code — usual thing turned up. The total ad- 
quakes | ministrative costs of the company for 
in the f the past year amounted to a grand 
res on f total of $3.96, and the amount of busi- 
build- | ness on the books was zero. 
ee Not long ago a small insurance com- 


pany found itself with impaired sur- 
plus. It was suggested to a financier 
that he might consider lending the 
company money enough to keep oper- 
ating. He did so, and took as part 
payment a substantial amount of stock 
valued at $2 per share in another com- 
pany owned by the first man. They 
devalued the stock from $1 per share 
to 10 cents per share and gave it to the 
holding company. The holding com- 
pany then proceeded to sell it to the 
public at $10 per share. The financier, 
seeing the obvious opportunities, be- 
gan to unload his personal stock at $5 
per share. 

The complaints were not long in 
coming, and it was obvious that the 
situation would have to improve. The 
' problem was solved by buying back 
the gift stock at a price of $3.30 per 
ff. share, 30 days or so after it had been 
| sold to the financier. 
on As if this were not enough trouble 











for the poor man who was trying to 
get his company under way, there 
was more to come. The holding com- 
pany gave the money raised from the 
sale of the stock back to the insurance 
company. The company then took the 
stock down to deposit with the state in 
order to get their charter changed, 
permitting them to write ordinary life 
instead of industrial. 

The commissioner refused to accept 
the deposit on the grounds that there 
might be a federal tax lien on the 
money, considering all the involved 
transactions. A tax attorney was called 
in and, sure enough, he said there was 
a possible liability of $65,000 on the 
$75,000 deposited. The last I heard, 
the poor man was getting ready to sell 
some more stock to clear the deposit. 
What then, are we faced with? Some 
of the companies appear to be living 
on continued sale of stock, and when 
the stock becomes hard to sell, the 
companies are going to have to merge 
or go under. 

e e e 

It is entirely unlikely that one of the 
organizers, having been given stock at 
the beginning or having bought stock 
for little or nothing, may decide to sell 
his stock about the time the third or 
fourth offering is being made the pub- 
lic? What is to prevent him from sell- 
ing his own stock at an enormous 
profit and leaving the company in the 
hands of the respectable business men 
who helped him get started, and who 
know nothing of running an insurance 
company? 

As I said at the beginning, some of 
the new companies are going to prove 
to be good investments. They are run 
by people who have a proven back- 
ground in the insurance business. 
These companies deserve your sup- 
port. Along this line I offer you a solu- 
tion to the problem of helping them 
and at the same time protecting the 
public. 

I would propose that the junior 
chamber of commerce appoint an ad- 
vertising committee to review any ad- 
vertisement or prospectus submitted 
to it voluntarily, to determine the 
fitness of the company officers to man- 
age the enterprise, and to verify the 
advertising or prospectus as being 
truthful and not misleading. 

When the committee is entirely 
satisfied the public is not misled, per- 
mit the organizers to include in the ad- 
vertisement or prospectus the state- 














sets have quadrupled to $200 million, 











Massachu- 
setts Protective 
and Paul Revere 
will begin work in 
mid-April on a 6- 
story addition to 
the home office at 
Worcester. Cost of 
the new addition, 
equipment and.ex- 
tensive alterations 
tothe present 
home office will 
exceed $2.5 mil- 
lion. The new wing 


to be built so that four additional stories can be added as needed, will in- 
crease the present home office facilities by 60%. The addition will be completed 
in late 1958. The expansion program reflects the companies’ growth in the last 
decade. The home office staff numbers 750, up 250 in 10 years. Combined as- 


A&S premium income has doubled 


to $27,875,000, life insurance in force has tripled to $570 million and Paul 
Revere group premiums have grown to $6.9 million. 








“Hot-house 
Ideas” not only 
were described at 
LIAMA’s 3-day 
conference at Chi- 
cago, but also were 
strikingly demon- 
strated by some of 
the partici- 
pants, who donned 
rural attire and 
brought in special 
props to put across 
their point. Shown, 
left to right, are 
Glen Wallace, 
vice-president and 

agency director 


of Great American Reserve; Marcus Burke, director of training of Common- 
wealth Life, and T. Benson Leavitt, LIAMA senior consultant. 








ment that the advertisement commit- 
tee of the junior chamber of commerce 
has investigated the statements con- 
tained therein, and are satisfied that 
the company and stock is as adver- 
tised. The junior chamber of com- 
merce would obviously assume no li- 
ability, nor would it indicate that it 
favored the public’s investing in the 
company. It would merely certify that 
an intelligent and impartial civic body 
had verified the statements made. The 
companies that could not stand the 
scrutiny would certainly not submit 
to the examination, but those that 
could would prize the verification of 
their statements, and would be proud 
to indicate that they had been checked 
and certified by your organization. 

The junior chamber of commerce is 
particularly suited to such an under- 
taking because of its statewide affilia- 
tion, its integrity, and its devotion to 
the public service. From the stand- 
point of the public, the undertaking is 
worth the efforts of your organization, 
and the insurance profession as a 
whole would give you every possible 
support. 





New $1 Million-Plus 


Insurer Starts in Ind. 


American Security Life of Fort 
Wayne has been organized and li- 
censed in Indiana. The company re- 
ports it has sold 234,000 shares of stock 
at $5 a share and during its first day 
of business wrote $2.5 million of busi- 
ness. The company has 325 agents. 





Met Life Study Shows Many Men 


Recover from Mental Disorders 

A study by Metropolitan Life has 
indicated, primarily, that a consider- 
able proportion of persons who have 
had mental disorders severe enough to 
cause disability, ultimately recover and 
maintain a fairly normal level of ac- 
tivity. 

The rate of recurrence of the dis- 
orders is relatively low and decreases 
as time goes on. The record of survi- 
vorship following recovery from disa- 
bility is comparatively favorable. The 
study related solely to Metropolitan’s 
male policyholders because of insuffi- 
cient data on females. 

Among insured men who became 
disabled between 1935 and 1941, the 
recovery rates per year were 12% in 
the first two years, 5.7% in the next 
three years, and 2.7% in subsequent 
years. 


In a group of 778 men who recovered 
from a disability due to mental dis- 
ease between 1925-49, the rate of first 
recurrence of the disease was 4.3% per 
year for the first two years. But this 


fell to 2.6% per year in the next three ‘ 


years, and to 1.6% per year in the 
next five years. 


NW Nat'l., Nationwide 
Principals Hold Pre-Trial 


Parley in Minneapolis 

MINNEAPOLIS—Executives and at- 
torneys for the Northwestern National 
Life and of Nationwide Corp. have be- 
gun pre-trial conferences in prepara- 
tion for a trial in federal court to de- 
termine which group is entitled to con- 
trol Northwestern National. 

Nationwide, owning more than half 
the shares of Northwestern, has gone 
to court in an effort to invalidate the 
annual meeting of the Northwestern 
last January 28 at which five directors 
supporting Northwestern were elected. 
Proxies of policyholders as well as 
stockholders were voted at the meet- 
ing. Nationwide contends that the by- 
laws require a majority of the shares 
be represented at an annual meeting 
and as its shares were not represented 
it claims the annual meeting was con- 
ducted illegally. 

Attending the pre-trial conferences 
in Minneapolis for Nationwide were: 
Murray D. Lincoln, president; Paul 
Boardman, vice president and general 
manager; Lee Thornbury, general 
counsel, and George Campbell, assist- 
ant to Mr. Lincoln. They met with 
John C. Benson and Armin Johnson, 
attorneys for Northwestern National. 


Okla. H.O. Underwriters 
Hear Southland Life V-P 


R. B. Caplinger, vice-president and 
chief underwriter of Southland Life, 
addressed the March meeting of Okla- 
homa Home Office Life Underwriters 
Assn. in Oklahoma City. In his topic, 
“The Field Underwriter’s  Bill-of- 
Rights,” Mr. Caplinger emphasized the 
importance of the home office under- 
writer in educating field agents to a 
better understanding of underwriting 
and risk selection from the home of- 
fice viewpoint. Such an educational 
procedure, according to Mr. Caplinger, 
will bolster the agent’s faith and trust 
in the home office underwriting de- 
partment. He said the best way to 
accomplish this would be through 
schools sponsored and conducted by 
the underwriting department at the 
home office. 

Mr. Caplinger appeared before an 
enthusiastic and attentive audience, 
the largest group ever to attend a 
meeting of the association. The Okla- 
homa Underwriters Assn. was organ- 
ized two years ago. 








Midwestern United Life, Fort 
Wayne, has approved a 20% stock div- 
idend. The company at the end of 1956 
had $150,468,000 of insurance in force. 





Robert C. Braun has been appointed 
assistant superintendent. of agencies 
for United Fidelity Life of Dallas. 
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Record 412,100 People 
Work in Life Insurance 


A record 412,100 men and women 
were employed full-time in the life in- 
surance business at the start of this 
year, according to Institute of Life In- 
surance. , 

This is 60% more than were em- 
ployed at the end of World War II. 
At the same time, 173% more life in- 
surance in force is serviced today than 
12 years ago. 

This greater servicing of life insur- 
ance per employe has been accom- 
plished through greater use of office 
machinery, life insurance being in the 
forefront of this development, and 
through an intensified search for im- 
proved methods and procedures. 

At the start of the year, 133,200 life 
insurance people were in the home of- 
fices, 42,100 in the agency and branch 
offices and 236,800 in the sales and 
services forces in the field. Home of- 
fice employes, up 65% since 1945, now 
service $3,120,000 of insurance in force 
per worker, compared with $1,890,000 a 
dozen years ago. While the agency 
forces have increased 57% since 1945, 
annual sales have risen 275%. 

A third of the life insurance employ- 
es today are women, about the same 
proportion as 12 years ago, but they 
account for a smaller proportion of the 
present agency forces because many 
women were engaged in that work as 
replacements for men in the armed 
forces at the close of the war. At the 
start of the year, 131,800 women were 
employed in the business, 86,600 of 
them in company home offices, 38,900 
in agency offices and 6,300 in sales 
and service ranks of the agencies. 


15 Attend Insurer's 


New Brokerage Schoo! 


A group of 15 Continental Assurance 
agency principals and brokerage super- 
visors attended a two-week train- 
ing confernce April 1-12 at the new 
Continental-National Insurance Insti- 
tute in Chicago, which, according to 
the company, is the first time that 
fundamentals and techniques of bro- 
kerage development have been taught 
on a group basis by a life company. 

Charles W. Kraemer, Continental’s 
director of field services, was in charge 
of the two-week program which ended 
today at the Institute, a newly-re- 
modeled school building on Chicago’s 
near north side that previously served 
as the Polish consulate. The building 
has living facilities for 17 men, a li- 
brary, three classrooms, dining accom- 
modations, and a recreation room. 

The purpose of the course, which 
probably will be given twice a year, 
is to relieve general agents and man- 
agers of the initial orientation for bro- 
kerage supervisors which normally 
takes several months of on-the-job 
training. 





HIAA Schedules Varied 
Card for Annual Meet 
May 6-8 at Washington 


Health Insurance Assn. of America 
will hold its annual meeting May 6-8 
at Sheraton-Park hotel in Washington, 
D.C. 

Secretary Folsom of Department of 
Health, Education and Welfare will 
discuss the government’s role in health 
insurance at the annual luncheon on 
May 8. He will be introduced by E. J. 
Faulkner, president of Woodmen Ac- 
cident & Life, president of HIAA. 

Other speakers will include Com- 
missioner Navarre of Michigan, vice- 
president of National Assn. of In- 
surance Commissioners; Holgar J. 
Johnson, president of Institute of Life 
Insurance; C. Canby Balderston, vice- 
chairman of federal reserve system; 
Gordon Dean, senior vice-president of 
General Dynamics Corp. and an asso- 
ciate of Lehman Bros., and Allan B. 
Kline, past president of American 
Farm Bureau federation. 

Progress reports and new develop- 
ments in the areas of group and in- 
dividual insurance will open the ses- 
sions on May 6. J. M. Wickman, 2nd 
vice-president of A&S of Mutual of 
New York, will report as chairman of 
the individual insurance committee. J. 
E. Hellgren, 3rd vice-president of 
Lumbermens Mutual Casualty, will re- 
port as chairman of the group com- 
mittee. 

A special feature of the May 6 af- 
ternoon session will be a public rela- 
tions forum presented by Health In- 
surance Institute to describe the insti- 
tute’s activities and outline its future 
program. President Frank S. Vander- 
brouk of Monarch Life will preside. 

A symposium on financing health 
care costs will open the May 8 morn- 
ing session. Installation of new officers 
will conclude the sessions in the after- 
noon. 





J. Murphy Named Special 
Representative for IBM 


Insurer Customer Sales 


International Business Machines 
Corp. has appointed Joseph Murphy 
senior special representative in the 
eastern sales region. He will coordin- 
ate sales activities and planning of ap- 
plications of IBM equipment to meet 
the needs of customers in the life, fire, 
and casualty fields. 

Mr. Murphy joined IBM at Buffalo 
in 1937, and after serving as a sales 
representative there, was transferred 
to Newark in 1949. He was shifted to 
the midtown office in New York in 
1953, where he has been serving as a 
special representative in the life de- 
partment. 





The Smyth bro- 
thers are shown 
congratula t- 
ing each other on 
the honors. they 
won at the annual 
meeting of Gener- 
-al Agents Assn. of 
National Life of 
Vermont at Holly- 
wood Beach, Fla. 
Norman Smyth, 
(left) general ag- 
ent at Denver, was 
elected president 
of the association. 
Harold Smyth, 
general agent at 
Hartford, received 
the president’s tro- 





phy for heading the best all-around agency in 1956. 


American National 
to Install IBM 705 


American National has contracted 
to pay $1,364,750 for an International 
Business Machines Corp. 705 model II 
electronic data processing machine to 
be installed in the home office at Gal- 
veston in the fall. 

This is the largest purchase to date 
by private business of a large-scale 
IBM computer. The contract is in ac- 
cordance with IBM’s new marketing 
policy which makes it possible to rent 
or buy data processing equipment. Un- 
til late last year, all this equipment 
was offered only on a rental basis. 

American National will use the com- 
puter for a variety of data handling 
applications, including policy register 
preparation and debit accounting for 
industrial policies; policy issue; pre- 
mium and commission accounting; pol- 
icy loan accounting; notice billing for 
ordinary policies; reserve valuation; 
actuarial studies and general account- 
ing operations. 

Primary purpose of the 705 is to pro- 
vide the company with better, faster 
and cheaper information. The com- 
puter’s memory unit can store 40,000 
characters of information and instruc- 
tions and recall any one of them in 17 
millionths of a second. Reels of mag- 
netic tape feed data to the machine 
and record its answers at the rate of 
15,000 letters or numbers per second. 





Woman Shoots Husband: 
Wins Double Indemnity 


An Ottawa (Ill.) circuit court re- 
cently ruled that an insurer must pay 
double indemnity to a woman who 
shot her husband in “self-defense.” 
Mrs. Gladys Wylie of Streator, IIl., 
sued Union Casualty & Life for double 
indemnity on a $2,500 life policy on 
her late husband, Lester, who she shot 
and killed in 1954 after he “became 
abusive.” A coroner’s jury after the 
shooting in 1954 had ruled it “justifi- 
able homicide in self-defense.” The in- 
surer, which already has paid Mrs. 
Wylie $2,500, contended the shooting 
was not accidental and double indem- 
nity payments were not required. 


Four Life Bills Get 


Favorable Action in Tex. 


AUSTIN—Four life insurance bills 
have received favorable reports from 
the insurance committee of the Texas 
senate. In brief they are as follows: 
SB 155, which would set up a penalty 
for failure to pay claims on life and 
A&sS policies within 30 days; SB 202, 
which permits directors of life compa- 
nies to authorize group life and pen- 
sion plans for employes; SB 272, which 
would revise the probate code to per- 
mit guardians to buy insurance on the 
lives of “relatives of minors or an- 
nuities payable to the minor, and SB 
3, which would allow direct ownership 
of life, term and endowment policies 
by minors 10 years or over. 








Wisconsin Life Club 


Elects Herfeldt President 


MENASHA, WIS.—The Fox River 
Valley Life Insurance club, composed 
of management and supervisory per- 
sonnel of eight Wisconsin domiciled 
companies, held a dinner meeting at 
the Menasha Elks club. Gerald Herz- 
feldt, Aid Association for Lutherans, 
was named president; Donald C. Bey- 
er, Wisconsin Life, Madison, vice-pres- 
ident, and Francis Olson, Equitable 
Reserve Association, Neenah, secretary 
and treasurer. Speaker at the meeting 
was Warren Whitlinger, chief indus- 
trial engineer of the Kimberly-Clark 
Corp., who discussed “Ideas and Meth- 
ods of Getting More Work Done With 
Less Effort.” 





Mutual Trust Honors 
Top Agent and Agency 
at Florida Meeting 


The Edwin A. Olson Memo; 
achievement awards were presented 
Mutual Trust Life’s outstanding g 
eral agent and agent for 1956 at 
company’s recent President’s Club 
vention at Hollywood, Fla. The wi 
of the Olson Agency award was 
George Holgate agency of Eau 
Wis., selected on the basis of the ay 
erage size policy, average commisgj 
lapse ratio, and percentage of prody 
tion quota. Darwin Kabat of the 
agency of New York City, was 
agent winner of the Olson award, 
Kabat led the company in volume p 
duction with over $1 million of 


presented by Raymond Olson, pre 
dent of Mutual Trust. 

The President’s Club meeting ya 
preceded by the company’s Old Faith. 
ful League meeting which was atten. 
ed by 25 leading general agents of My. 
tual Trust. Charles H. Kiefer, vig. 
president, sales, addressed the openiy 
of the Old Faithful League meetin 
He traced the company’s progress dy. 
ing 1956 and the first two months ¢ 
1957, pointing out that paid-for bus. 
ness for February was 31% above Fe}. 
ruary of a year ago. The highlight ¢ 
the combined meetings was the ban 
quet held on the evening of March ij 
when 28 members of the President; 
Club were honored. 

President Olson wound up the highly 
successful convention with a forecas 
that 1957 will be by far the company’ 
most successful year. He said that the 
next President’s Club convention ani 
Old Faithful League meeting will take 
place at the dedication of the comps- 
ny’s new home office building in Chi- 
cago in May, 1958. 





Renewal Guaranty Corp, 
Denver, Enjoys Big Growth 


A new business increase of mor 
than 156% over 1955 has been reported 
by Renewal Guar- 
anty Corp. of Den- 
ver. President 
John H. Weber 
said that this in- 
crease, far in ex 
cess of the profes- 
sion, is due pri- 
marily to stepped- 
up general agency 
expansion 
throughout __ this 
country, its tert 
tories and Canada 

This growth has 
made it necessary 
for R.G.C. to in- 
crease its office space more than 40% 
and personnel by more than 100%. Re 
newal Guaranty makes bank loans to 
life insurance agents and general ag- 
ents on vested renewals for additional 
working capital,, business expansion 
and personal needs in all states, Hawall 
and Alaska. 

Mr. Weber, who formed Renewal 
Guaranty Corp. early in 1952, has con 
siderable experience in both life i 
surance sales and management. He 
spent 17 years with Sun Life of Can- 
ada, Midwest Life of Lincoln, and 
Guarantee Mutual Life of Omaha. 


John H. Weber 





Lawyer Discusses Estate Plannin 

Rene A. Wormser, New York City 
lawyer and writer on estate planning, 
addressed the April meeting of New 
York League of Life Insurance Womel 
at Equitable Society’s home office 
Ralph G. Engelsman, New York sales 
consultant, spoke on “Selling in 1951 
at the March meeting at New York 
Life’s home office. 











mpany’s 
that the 
tion and 
will take 
» compa- 
+ in Chi- 





Charting a safer course against CANCER... 


Just as the pilots of ships are helped to chart safer courses 
by heeding signals, so, too, have many people been made 
safe by recognizing warning signals of possible cancer and 
taking proper action. 


In fact, thousands of people are alive and well today 
because they knew cancer’s warning signs and were treated 
in time. For your own protection, you should know the 
danger signals which are listed here. 


Remember, however, that these signals do not always 
indicate cancer. Rather, they may just be signs that some- 
thing is wrong—and that you should see your doctor 
promptly. If cancer is found, precious time will be gained 
by starting treatment immediately. 


Even if no symptoms occur, it is important to have 
periodic health examinations, particularly if you are 35 
years of age or older. Studies show that about 95 percent 
of all cancers are found in people over 35. 


If people would act promptly when a danger signal is 
noticed . . . if apparently well people would have their 
doctors examine them regularly . . . the American Cancer 
Society believes that the annual number of cancer cases 





Cancer’s Seven Warning Signals 


1. Any sore that does not heal. 

2. A lump or thickening in the breast or elsewhere, 
3. Unusual bleeding or discharge. 

4. Any change in a wart or mole. 

5. Persistent indigestion or difficulty in swallowing, 
6. Persistent hoarseness or cough. 

7. Any change in normal bowel habits. 











saved could be increased 50°; with weapons now at hand. 


Medical science is now pushing a total attack against 
cancer . . . and progress is being made in both cancer 
diagnosis and treatment. Meantime, you have a responsi- 
bility to yourself and others to: 


1. Have periodic health examinations 

2. Know cancer’s early danger signals 

3. Get prompt medical care at once if any danger 
signal appears 
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Metropolitan Life Insurance Company 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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The Man from Equitable with an “interest” in 19 businesses 


After lunch recently, a friend asked the Man from Equitable if he had 
an interest in any business besides insurance. The Man from Equitable 
thought a minute, smiled and said: “Yes, 19 of them!” He was joking, of 
course. What he meant was that he had provided life insurance plans to 
protect 19 businesses against the financial loss of a valued partner, key 
man, or an important executive so that the business could be continued. 

Later on, the Man from Equitable thought some more and realized 
that the most gratifying part of his work was helping other people. Help- 
ing them with their businesses; helping them to buy new homes; helping 
them to put their children through college. 

And just as gratifying was his role in the community. Organizing the 





bazaar; leading the Cub pack; soliciting for the Cancer Fund. These 
were things he did that made him welcome as the Man from Equitable 
wherever he went. 


Living Insurance 
» Equitable 


The Equitable Life Assurance Society of the U.S., 393 Seventh Ave., New York 1, N.Y. 





